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chandise that fits his station in 

life,” is the rebuke offered by 
a shoe merchant to his clerk who had 
just completed the sale of a pair of 
six dollar shoes to the banker in 
town. 

After the banker had walked out 
the shoe merchant just laid the law 
down to the entire staff. He said, 
“Just because somebody uttered the 
statement ‘all men are created equal’ 
is no reason why you fellows should 
figure every man who comes into this 
store is buying the same priced shoe 
for the same purpose. You have got 
to do more thinking. You are not 
selling pairs alone. Your job is to 
sell to a man, like the banker, who 
has plenty of money, a pair of six- 
teen dollar shoes. You know who the 
men are in town who are getting real 
salaries and incomes. Don’t permit 
them to leave the store with shoes 
that are not in keeping with their 
station in life. 

“If we did business on the basis 
that all men have the same likes and 
dislikes, we wouldn’t need intelli- 
gence in clerks. We could fit the 
shoes by the old theory of “trial and 
error”—put them:on and if they don’t 
feel right, don’t buy them. More 
than that goes into shoes, and I want 
every man to hold himself responsible 
for the proper dressing of the men 
of this town. 

“Last night at the lodge meeting 
I noticed sixteen fellows wearing 
blucher, calf or kid shoes with their 
tuxedos. That’s all wrong and is our 
fault. We have got to put more in- 


T WANT you to sell him mer- 
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All Men Created Equal 


A Mighty Poor Theory to Follow in Selling Shoes 


In the News 


Offers $100 for Shoes as 
Good as Pair Worn 25 Years 


Royal, Neb., Jan.—(AP)—Walter Le 
Roy Seamon, farmer, is offering $100 for 
a pair of shoes that will give him the 
service he has received from a pair he 
has worn as his “Sunday best” for 25 
years. Mr. Seaman bought the shoes 
in 1902 for $2.50 and not until this fall, 
when he started to wear them for “every 
day” did he have them repaired.—from 
the Chicago Tribune, Jan. 22. 














If you want to -know what is 
wrong with the shoe business, you 
can say it in one line—“There is no 
such thing as shoe shame.” Can you 
imagine a man saying this about a 
pair of pants, a hat, a necktie, or a 
vest? When a prominent doctor 
brags about having his shoes re- 
paired three times, it indicates a 
cobbler complex has been developed 
by the saintly shoe man who wants 
to protect the public purse for some- 
body else to get. 





telligence into selling over the fitting 
stool. Nearly every man In this town 
has plenty of money and can afford 
better shoes. Some of them can 
afford more shoes. Let’s give them 
both.” 

This conversation comes out of a 
Pittsburgh store, and if it is followed 
will certainly ring the cash register 
on the higher keys. 

W. A. Noble of Niles, Michigan, 
saw a news item in the Chicago 
Tribune of Jan. 22 (see box) which 
prompted him to write us as follows: 

Why didn’t some wise retailer try 
and sell this bird four pair a season? 
Ask yourself and all the min the office 
if they own four pair serviceable at 
one time. 
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“I have asked several traveling 
men who sell men’s shoes how many 
pairs they had and the best anyone 
could do was to list one tan pair of 
oxfords, one black pair of oxfords, 
one pair of dancing pumps and one 
pair of golf shoes. 

“T have been told that only 5 per 
cent of the men’s shoes in the United 
States sell over $10.00. That’s why 
high-grade shoe stores have put in 
lines to retail from seven to nine dol- 
lars to keep the volume up. 


66 OW are you going to increase 

the sales of men’s shoes when 
the president of a concern gives his 
old shoes to the millwright, he to the 
foreman, and the foreman to the 
teamster. Our repair department 
has had that experience. 

“Another thing—high-grade shoes 
are bought by the better class, and 
when they get nice and comfortable 
they hate to discard them, just like 
you do your old hat that you are 
wearing two or three seasons. 

“The average man who would buy 
four pairs of shoes in one season 
would be out of the shoe business for 
four years. 

“Style sells the women; comfort, 
the man. Example, the stenographer 
owns her own car and has a nice 
salary. Every time she goes to a 
dance with a new fellow she buys a 
new pair of satin slippers. Eleven 
fellows means she has eleven pairs 
of satin slippers. Can you remem- 
ber away back when Ma said ‘if 
daughter put on a low pair of ox- 
fords, she sure would catch her death 
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of cold?’ Those days are gone. 

“Do you want to know the reason 
why boys’, youths’ and children’s 
rubbers are on the decline? My ex- 
planation comes from the observa- 
tion—I live opposite a high school 
and have counted sixty-eight cars 
parked around the school. Buses call 
for and deliver the younger children 
from the city, and community schools 
in the country north and south of 
here do the same, which is some 
different from when they used to 
“waller” through the 
snow drifts and walk 
the rail fences to get 
back and forth from 
home. 

“I was telling this 
to a rubber man the 
other day and he said, 
‘Sure, my sister has 
two girls, and when it 
is stormy she takes 
the car and takes the 
girls and all her play- 
mates to school and 
goes after them.” 

“So times have 
changed and business 
must follow. We 
change; that’s why 
gym shoes sell and 
rubbers are obsolete.” 

A southern mer- 
chant found it neces- 
sary to raise the price 
of almost all his bet- 
ter grades of men’s Uppe 
shoes. He says: “It 
has been our custom 
here to have a weekly 
meeting of each de- 
partmental sales 
force. A comment 
made by one of the 
salesmen at the meet- 
ing following the 
week of increased 
prices, some_ two 
months ago, seems of 
definite value and to 
give an insight into 
the approach of many 
retailers who are contemplating an 
increase of price. 

“In his honest way, this salesman 
stated that he was very much 
troubled when informed by the de- 
partment head that this group of 
shoes were to be raised from $15.00 
to $16.00 the pair. In fact, the first 
customer that he approached on the 
subject found him distinctly hesitant 
and slow in pronouncing the price 
of the shoes. However, when he did 
announce the cost, there was no 
objection whatsoever on the part of 
the customer. The salesman con- 
tinued that after his first fears were 
over he approached the next man, 


Items 


Royalties 


Items 


Kid trimmings 
Byelets 


Measurable facts are valuable over all opinion. 
schedules out of a man’s and a woman’s factory, definitely placing the new 


costs on the items shown herewith. 


Ducking linings 


findings 
Administration (selling and general overhead) 
(including salaried employees) 


desiring this type of shoe, with much 
more confidence and had no trouble 
whatsoever in selling the customer. 

“Sales statistics of the week show 
that we sold more pairs of shoes of 
the groups whose prices were raised 
than had been sold for an equal space 
of time over a period of five months. 
I attribute this reaction to the fact 
that we have the confidence of our 
customers. They know that we are 
selling good shoes—they have worn 
them before. They know, also, that 


Measuring Stick of Values 


from actual cost figures 


MAN’S RUSSIA CALF BAL 


Jan., 1927 


Upper stock (three feet) 

Duck lining, No. 25 

Sheep leather trimmings and doubling 

Hooks and eyelets 

Bottom stock—outside, welt, insole, heel, box, 
counter, figuring No. 1 heavy Union back.. 

Cutter upper, soles and heels, fitting, bottoming, 
finishing, treeing, dressing, packing and office 

Carton and box 


Factory and general factory labor expense 
Findings, laces, tongues 

Administrative and selling expense 
Discount and interest 


$5.1435 


WOMAN’S WHOLE QUARTER LACE OXFORD RUSSIA CALF SOLID 


LEATHER HEEL, RUBBER TOP 


Jan., 1927 


Carton and paper 
Bottom stock— 


1.3842 
$4.1525 


this firm has a reputation, which 
dates back over fifty years, for deal- 
ing fairly. Of consequence, they are 
perfectly willing to trust us.” 


What Do Women Want 
Opinions of Leading Retailers 
PHILADELPHIA, PA.—Jules Winkel- 


man says: “I believe that a dark 
brown kid shoe in ties or straps will 
be a good seller for the Easter trade, 
and I am buying with this idea in 
mind. I believe, however, that the 
proportion on black shoes for spring 
will be about 75 per cent. In white 


Here 
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shoes, all-over white rather than 
white with trims will be the best 
sellers.” 

* - = 

TRENTON, N. J.—David S. Joseph- 
son says: “If my memory serves me 
right, we did not sell so many colored 
kid shoes last year as we had 
planned. Therefore, I would suggest 
that we adopt a conservative policy 
on colors. I am buying 75 per cent 
black and 25 per cent colors for 
spring on women’s shoes.. I under- 
stand that 50 per cent 
of the garment colors 
are in black for 
spring.” 

*% * * 

ATLANTIC CITY, N. 
J.—Daniel Megonigle 
of Bacharach’s: “In 
men’s shoes, I am 
buying plain patterns 
for spring. In wo- 
men’s, the best selling 
shoe with us is a 
patent in one-straps, 
with a 18/8 block 
heel. As to colors for 
spring, I shall buy 
some on the lighter 
shades, and for my 
women’s line I am go- 
ing to show partiality 
for marron glace, 
with perhaps honey- 
beige second choice.” 

* * * 

PITTSBURGH, Pa.— 
Morris Browdy says: 
“Blacks will predomi- 
nate, at least 75 per 
cent. The average 
merchant should be 
careful not to let 
loose on colors. 

“The retail shoe 
merchant must get an 
increased price for 
his shoes. The mark- 
up was never quite 
sufficient. If we are 
to remain in the re- 
tail shoe business, 
the consumer must pay his propor- 
tionate share of this advance in 
leather and other items of merchan- 
dising. The wise retail merchant 
does not guess any more. He knows. 
He knows that he is entitled to a fair 
return on his investment. Be care- 
ful of mark-downs.” 

* * * 

PHILADELPHIA, Pa.—Charles 4G. 
Dillman says: “I am going to sell 
black shoes at Easter time, with a 
goodly sprinkling of light colors. 
Those shades in the brown family 
will be popular, I believe. In re- 
gard to prices, we must pass on to 
the consumer the extra cost to us.” 


are two cost 


Jan., 1928 


$5.6695 


Jan., 1928 


$4.7740 
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Dressing the part by 
Best & Co., N. Y., 
for Palm Beach wear. 


THE SOUTH STARTS STYLE-WARD 
Sunshine Brings a New Spirit of Youthfulness Into the Fashions of 1928 


dent seeing the great numbers of people who go 

South for the winter months. The sense of com- 
fort and luxury has been developed to such a degree that 
all Southern resorts, Bermuda, Cuba and the warm 
islands of the Caribbean, draw wealthy and fashionable 
people as never before. 

This luxury exodus of people with money to spend 
is in some measure a guide to fashions that may be 
found acceptable later in the year farther north. There 
is no question but what Palm Beach and the South, from 
coast to coast, is the testing field for fashion in the early 
months of 1928. The fountain of youth has been dis- 
covered in the sunshine of the South. In this quest for 
youth, the natural thing is to imitate it in costume. 

People of all ages, if in the South on pleasure, dress 
to the picture. It is remarkable to see the change, 
almost over night, in the garb of the Northerner who 
goes to a Southern resort. Arriving in dark clothes, 
black shoes and derbies, the men folk change to sport 
attire because everybody else does. 

The first general index of footwear fashion trends in 
the South comes out of the Dallas convention. This 
recent gathering of the trade was summarized in a styles 
report by a committee consisting of W. B. Taylor 
Chairman, Will Griffith, H. A. Dyer, and Ben Webber. 
This report is as follows: 

“It is the opinion of your styles committee on women’s 
shoes that colored kid will have the first call and this 
will cover alKshades from jade to golden brown with 
honey beige leading. 

“Next to colored kid we believe fabric shoes will run 


A ie se has grown rich. This condition is evi- 


a close second. By the term fabric we include such 
materials as Toyo cloth, needlepoint, Khaki Cool, failles, 
moires, satins and tapestries. The colors in the above 
materials will be varied and in most cases there will be 
either blending or contrasting trims of leathers. 

“Black patents and black satins are the unanimous 
selection of your committee for third place and should 
by no means be overlooked in your purchase for the 
coming season as they undoubtedly will play a prominent 
part in your selling. 

“For fourth place we have selected ooze calf in the 
prevailing light colored shades. 

“The committee places white footwear last on the 
list and we believe, if whites are worn at all, they will 
be a very small part of your season’s pairage. 

“Regarding patterns, your committee unanimously 
selected ties or oxford patterns as first with pumps 
second, and straps third. 

“We believe there will be no material change in lasts 
but that a gradual tendency toward the more modified 
toes will prevail. 

“As to heels your committee was somewhat divided. 
For, in one opinion, heels centered on the 14/8 height 
would represent 60 per cent of the business done; and, 
in another opinion the business would be about equally 
divided ; that is, 50 per cent low and medium heels, and 
50 per cent high heels. Two of your committee predicted 
that 65 per cent of the business would be on the higher 
type of heels and 35 per cent on the lower heels. How- 
ever, we feel that heels are more or less governed by local 
conditions and that each buyer knows best his own 
requirements.” 
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CATCH THE SPIRIT OF EARLY SPRING 


UST as snow in its season 

brings about the use of gait- 

ers, so does the coming of 
sunshine in spring change com- 
pletely the trend of fashion in 
footwear. “Follow the sun and 
you don’t go wrong,” is a maxim of one of the great shoe 
men of this country, operating over a dozeri shoe stores 
extending from the South to the North, and easily ac- 
cessible to a transfer of stocks “with the sun.” 

The shoe industry did not get the maximum returns 
out of pastel colored footwear last season, because it 
stepped out of the picture. The industry nationally tried 
to push colors in one of the most drab, dismal spring- 
times in history. Preparation this year for spring sell- 
ing indicates that the lesson of the past year has been 
remembered. Shoe stores are balancing stocks of 
blacks, with salable beige and browns to cover every 
possible need for a feminine public that reacts to fashion. 

A new spirit of coordinating the sale of spring foot- 
wear through windows that look spring-like, advertising 
that carries the same spirit, general publicity, circulars, 
etc., that fit into that picture, and even the change of 
appearance within the store to herald a new and better 
season ahead is apparent. A selling campaign is now 
a well rounded out plan of selling that gives to the 
public the real spirit of springtime in footwear. Many 
merchants, in many towns, would find it to their advan- 
tage to get together and start the spring season with a 
real push in that direction. Spring cannot start in one 
store alone—it needs the cooperation of many. 

' Recently the idea of a cooperative movement in fashion 
was worked out by the shoe merchants of a southern 
city. A local newspaper prepared a special section, illus- 


Keep Pace With the Sun in Showing 
Colors and Harmonizing Publicity in 
Advertising and Windows 


trated by fashion photographs, 
and carrying the idea of a selec- 
tion of correct shoe colors for 
each spring and summer costume. 
A color chart was shown, indi- 
cating the place of new shoes in 
the scheme of dress. The majority of the stores indi- 
vidually displayed footwear of their own selection, but 
carried the basic idea of spring in their displays. The 
result was a season well started, and the opportunity for 
an extra profit prior to Easter. The same plan could 
he tried this year with considerable success. 

To find authority for some of the style movements, 
starting in the South, THe Dry Goops Economist, 
which has sensed a tremendous yardage in novelty mate- 
rials for spring, particularly small figured print silks, 
says: 

“A very important sports detail is the leather belt in 
relation to sweaters, employed in tubular, narrow flat or 
wide flat form. Jenny uses leather to trim several long 
coats of sports ensembles, notably red leather on a red 
checked tweed. 

“In color, tweeds and mixtures stress gray and brown. 
Oxfords are pronounced and brown mixtures lean to 
reddish or chestnut casts. Knitted fabrics show mix- 
tures as well as metalized treatments, also fancy self 
patterns and two-tone effects. White is emphasized in 
these as well as in homespuns and baskets weaves. 

“Other colors featured in sports wear are yellow, very 
light greens, pink, medium and light blues, and various 
violet shades. Emphasized combinations aré pink and 
blue, red and white, brown and white, mative and violc', 
gray trimmed with navy, and black introduced with red 
and white and with brown and beige.” 
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SUNNY SOUTH 
STARTS MOST COLORFUL SEASON EVER 


LORIDA, with her sub- 
Bh ropical climate, her endless 

days of sunshine, her diversi- 
fied recreations, has started a new 
season of fashion, outstripping 
any of the past. Florida and all 
of the Southern resorts from coast to coast and have 
outdone themselves in arranging fetes, tournaments, 
entertainments, golf, fishing and sports, and all of the 
amusements that stimulate a visit southward from 
January to April. The sunshine belt allures thousands 
now living inside the nation’s frost belt. 

Travel is made easy by train or motor, so that what 
was once pleasure only for the rich, is now within the 
possibilities of anyone with leisure and some money. 
No Southern resort is complete without its golf course, 
and the playground of the South makes it the natural 
fashion point for the mid-winter months. 

In fashions the South has called for something dif- 
The term “sports-wear” now means general 
wear. Prints in silk and linen are the outstanding dress 
material of the South this season. They are used in 
dresses, beach coats and bathing suits, pajamas, hats, 
parasols, bags and even shoes. The individuality, beauty 
and fashion adaptability of printed silk has made it the 
biggest seller in the garment field. The yardage of 
print silk sold for early spring is greater than any ma- 
terial ever bought for an advance season. 


ferent. 


Novelty Season Ahead in Dresses In- 
dicates Sports-Wear Domination : 
of Entire Costume 
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A new idea in showiny 
shoes for Southern wear 





These new print effects are de- 
signed in flowers, blossoms, fruits, 
Indian prints, futurist designs ; in 
fact, any splashy, stunning, all- 
over effect, and are put into 
printed silk as a dress material. 
It is for the shoe merchant to find what best harmonizes 
with these dresses for the coming season. 

The real keynote in all the dresses is youthfulness. 
This indicates a return of sandals, and a smartness in 
straps. What is shown in the South between January 
and April is likely to have an important effect upon 
what is salable North from April to August. 

We divide the day in the South. Sports wear begins 
and punctuates the entire sunny day, although there is a 
place for afternoon dress and footwear, and a particu- 
lar place for a lavish display of evening apparel and 
footwear. Sports clothes, of ‘first importance in the 
South, are in blues, greens and yellows in the order 
named.. The blues range from Independence to navy, 
and the light, French blue colors. The powdery tints in 
the blue colors have almost a greenish cast. _ 

In the greens, blue-green is followed by yellow-green 
and those greens for evening wear that take gold jewel- 
ry and footwear. Beige as a color must be warm and 
cheerful. Black and white is very good and white for the. 
very fashionable dresser is very distinctive, because it 
permits the wearing of white shoes, plain and trimmed, 
with colors. 
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HIGHLIGHTS OF SOUTHERN 
STYLES 


PEN shank footwear is now a fixed summer type, 
following the rule, winter shoes are closed in and 
summer shoes are low and opened up. 


* * * 


Here is a honey-beige with a 
galuchat front strap and trimming. 


* * * 


The black patent leather above is 
trimmed with luster brown kid in a 
new pattern effect with the open 
side. It is bronze buckle fastened. 


* * * 


The open shank shoe has a woven 
Japanese straw vamp; heel and 
quarter, trimmed in beige, and is 
one of the novelties for the southern 
season. 

" * * * 


A waist line tie in pearl gray kid has a harmonizing 
collar and strap effect in lizard. The gore fastening is 
concealed beneath a lizard plaited band over the waist 
of the foot. 


The wildly decorated shoe in the center has patches 
of green worked in the white silk and takes a creen 
stoned high throat ornament, as was noted at Palm 
Beach, being worn with a chartreuse green. 


* * * 


Some startling effects are obtained this season in col- 
ored silks, block linens and fabrics, especially backed for 
shoe wear. 

* * * 


Pump effect below is in- blue 
suede, light pastel shade, taking a 
blue kid heel and throat effect. 
The button is real, but serves no 
utility purpose. 


ee = 


The clever strap effect. below is 
in cedar brown leather, with the 
straps meeting at the side. The 
fitting control is in a tiny buckle and 
centers over the instep. 


* * * 


A combination of luster kid 
forepart and fancy strap, over a quarter in suede is the 
final shoe on this page. Note—these shoes all have a 
sweep of line that indicates designing thought, simplicity, 
good shoe-making and the proper blending of colors. 
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A DIVERSITY OF MATERIALS 


HOES observed in the sunny South indicate that 
this is one of the great years for that fundamentally 
sound principle—diversify your materials. 

merchant picks a good pattern, he can play it in a wider 
selection of materials this season than ever before. We 


have come to a point in shoemak- 
ing when all materials are all sala- 
ble, all the year round. 


* * * 


A pebbled kid forepart and heel, 
with a harmonizing beige quarter, 
is seen in the ribbon tie oxford 
above. 


* * * 


The next shoe is a patent leather, 
with a galuchat fancy front and one 
strap. Patent leather is more im- 
portant with the development of 
very fanciful dress goods, because 
foundation for almost any costume. 


* * * 


The next shoe is a block linen, hand-printed black and 


If a 
The one strap in 


patent leather is a 
calf. 
The final shoe is a 


white leaf design, and is combined with a high luster 
black in trimming and heel. 
* * 


* 
the center above is in block linen, 


carrying several colors that blend with the white trim- 


ming and strap and the white back- 
ground of the fabric. 
+ * * 

The shoe in the center illustrates 
what can be done with hand-embroi- 
dered material having as a back- 
ground green silk, combined with 
gold leather and a gold buckle for 
the strap. 

* * * 

Pastel suedes are conspicuous in 
the South. The one below is in 
green suede, heel and strap to match, 
having a gold ring holding the vamp 
and strap at the side. 

A red-brown suede is in the lower 
center, the heel, strap and fancy line 


from the top of the heel to the shank is in high polished 


step-in in a dotted printed calfskin, 


patent leather trimmed, the front panel concealing its 


gore control. 
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WX Getting More Shoes Sold Right 
The Growth of Wealth 


GOOD speech is such a rare thing to hear that 

it was natural for me to remember much of 
what Dr. Hollis Godfrey of the Economics-Engi- 
neering Foundation said yesterday to a group 
about the growth of wealth of goods and services 
of value for human use. 

Last night when I went home I was talking 
about it to my two boys, seventeen and thirteen 
years of age. They have some realization of the 
necessity of knowing something of the growth of 
wealth, for as young as they are, they know that 
the wide sea of business lies ahead of them. Time, 
study and whatever help I can give them by paint- 
ing the picture of future opportunities certainly 
can be of some value to them when they step off 
the end of the plank and swim for themselves. 

This morning I asked Dr. Godfrey this question: 
“We did everything we could for the boys to ad- 
just themselves in their first years of life. They 
clung pretty closely to home and were just young, 
growing, vigorous animals. 

“Next, we did everything possible to aid them 
in their school life. Now it is only a short time 
before both are going into that third great world— 
the world of business. What can I tell them both 
when they enter this field? What can I do to help 
them when it is their turn to swim in that great 
ocean? I can’t let them step off the plank and let 
them sink. What can I do to help them swim best 
into this new world in which they are to enter? 

“Dr. Godfrey answered my query as follows: 
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“There are only four things that you can tell 
those boys. In the first place you can tell them 
what we know about their own capacities of mind 
and body. Second, what tools they can use with 
their minds and bodies. Third, what useful work 
they can do with those tools. And fourth, how 
the work they do can create wealth. That is all 
any father has been able to tell any child so that 
he could swim more easily when he got into that 
ocean. To the degree that he understands those 
things, opportunity is before him.” 

“What underlies that understanding?” I asked. 

“It is really all a question of teaching,” Dr. Goi- 
frey replied. “First, you must teach facts—not 
opinions. Those facts must be measurable facts, 
organized by the known processes for organiza- 
tion, because such facts, so organized, form the 
only tools that are of value for use in every genera- 
tion. 

“Each generation, each year, brings new prob- 
lems in which the opinions of the year preceding, 
or the generation preceding, can do nothing to 
solve. Organized measurable facts, however, re- 
main the basis of the factual wealth, of the usefu! 
experience, of generation after generation, and 
year after year. Such facts provide the only per- 
roanent basis for solving these problems. 

“Those facts must consider both the little sec- 
tion of the world into which each man enters, and 
the larger world of which he is equally a part. In- 
complete knowledge of facts has but little value 
by itself. Only by a study of measurable facts in 
terms of the whole and of its parts can we know 
the relation of cause and effect; can we know why 
the electric lights must have the power station be- 
hind them. The whole directed progress of creat- 
ing wealth comes by determining cause and effect 
through such study.” 

“I wish you would carry on a step further in 
explaining the relation of the whole to its parts,” 
I said. 

“I mean by that,” he said, “not only the ques- 
tion of the whole business in which a man is en- 
gaged, but the whole of the problem of the chain 
of supply and demand as it relates to the producer 
and the consumer. The consumer uses, while th« 
producer makes for the use of the consumer. 

“The consumer cares little about supply or pro- 
duction. His whole interest is, how can he use 
the product produced: The producer who does not 
make for use does not create wealth, because h« 
does not make goods or services of value for hu- 
man consumption. 

“If we are going to get ‘growth of wealth’ w: 
must have men who can select what is to be trans. 
mitted and act as transmitters as well as receiv- 
ers. We have too many receivers in business to- 
day, and not enough men who can select and trans 
mit. The growth of wealth depends upon organ 
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izing useful, measurable facts by research and 
teaching men how to receive knowledge and select 
that which is useful, discard the waste and then 
impart the knowledge which is useful to others. 
We are no longer in a period of individual effort. 
We can only work together by having those who 
receive knowledge select the useful knowledge and 
transmit it to others.” 


Entitled to a Profit 


NEW note in business has been sounded. One 

of the biggest stores in the country recently 
called in factory representatives of a house that 
they were doing business with. The startling in- 
formation was handed out, “We want you to in- 
crease the price of your merchandise to us.” That 
was almost an unbelievable statement, and the fac- 
tory folk wanted to know the reason. 

The merchant said, “Your shoes are standard 
with us. We want to be sure that we have them 
in for this season, and for many seasons to come. 
Your price is such that we are afraid you are not 
making a proper profit. We stand ready to pay 
more money to guarantee your being in business. 
We are selfish in want- Gy— 
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that means a little profit all the way along, and 
very intelligent merchandising at the end. 

We are going to see more of this as time pro- 
gresses, and it is an augury of a better day in 
business ahead. 


Tone Up for Spring 


AKE a spring tonic early this year. Tone up 

your viewpoints. Too many minds are stir- 
ring up the ashes of past practices, in the hopes 
of starting a fire that will warm over old methods. 
We move too fast to think old ideas. The earning 
power of the nation has grown so rapidly that the 
public welcomes new uses eagerly. It will buy 
anything for which it has a hot desire. Appeals 
to needs are ignored—but the public is in its spend- 
ing-est mood when the eye is pleased and the thrill 
of possession is aroused. 


A Change of Dress 


LOW as industry is to discard old practices, it 
is forced by public favor to progress—the 
bull-ring in its nose is 











ing you to continue to 
make our shoes.” 

We can verify the 
above. It happened not 
only to one factory, but 
to several that do busi- 
ness with this same 
house. The merchant 
wanted to establish 
such sound, economic 
relations with his fu- 
ture supply of materials 
and goods that he was 
willing to pay the price, 
knowing in turn that 
he would get every 
possible advantage in 
better supervision, etc. 

It may seem strange 
for us to emphasize 
such an unusual inci- 
dent just at a time 
when a- merry fight is 
on for price advance- 
ment, but we are in a 
new day and age in 
business, and it is nec- 
essary for every indi- 
vidual business in the 
chain between the raw 
material and the final 
customer to continue to 
live as a growing and 
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or Portland, Me. 


come. 
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The Reason Why 


ROBERTS BOOT SHOPS COMPANY 
Tampa, Fla. 


The satisfaction I derive from reading the Boot 
AND SHOE RECORDER is very real but most difficult 


It has been my constant companion for many years 
and I have found it not only instructive, but ex- 
tremely helpful in conducting my own business—so 
much so that I would not be without it. 

Yours very truly, 


(Signed) R. CALVIN McNAB, 


We like to have good merchants say that they 
could not be without the RECORDER. 
Mr. McNab is a long ways from Portland, Ore. 


But he gets the latest and most accurate shoe 
news each week through the advertising and edi- 
torial pages of the RecorveER. 

We hope the Recorver will continue to be Mr. 
McNab’s “constant companion” for many years to 


Sue 6 TE. 
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a public hunger for 
luxuries—over 75 per 
cent of all purchases 
are made on a luxury 
basis. Watch with in- 
terest the feminine pub- 
lic’s demand for printed 
silk and wild_ colored 
dresses. Through our 
sources of information 
—the Dry Goods Econ- 
omist—we learn of tre- 
mendous yardage sold. 
With this measurable 
information, will wom- 
en buy trick shoes, or 

President. balance the wildness of 
. the dress with the calm- 
ness of black patent, 
straight tonal colors in 
the beige family to link 
with hosiery? To fit 
the shoe into the scheme 
of dress is much more 
important this season 
with the somewhat 
radical change of mate- 
rials. Why not ask 
your women folk their 
opinion? Their answers 
will give you a line 
on what women really 
want in the way of new 
«5 footwear. 


President. 
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HICAGO’S Michigan Avenue 
( is justly recognized as one 

of our greatest promenades. 
“The most wonderful mile in the 
world” is the ambitious descrip- 
tion Chicagoans use in describing 
the district from Jackson Boulevard 
to The Drake Hotel. 

Shoemen in attendance at the re- 
cent convention of The National 
Shoe Retailers’ Association paid 
high compliment to the artistic 
taste displayed in the trim during 
convention week of Wolock & 
Bauer’s Footwear Salon on Michi- 
gan Avenue at Madison. 

Shoes for Southern wear were fea- 
tured in the display which is illus- 
trated on this page. Colored suedes 
in pastel shades shared the exhibit 
with printed fabric shoes in gay 
bright colorings of red, green, blue, 
etc., the latter being shown with 
envelope bags to match for the com- 
pletion of ensemble effects. 

The suedes featured in the win- 
dow display and likewise in an ad- 
vertising tie-up were introduced un- 
der the name of “Southland Suede” 
and the Southern atmsophere still 
further emphasized by such terms 
as Palm Beach Tan, Mediteranean 
Blue, Palmetto Green, Miramar 





Styles Start in the South 


A Chicago Store Outfits the Fashionable 
Woman Prior to Her Trip 
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Red, Pastel Pink, Rose 
Blush, Dove Gray and Moon 
White. 

The patterns chosen to inter- 
pret these shades were largely open 
shank sandal effects with cutouts 
in the vamps and counters and the 
pattern piped with gold and silver 
kid. 

In the center of the window be- 
neath gorgeous coloring of pink 
apple blossoms the prospective buy- 
er’s attention was riveted by the 
following announcement: 

“The Salon of Wolock & Bauer 
presents Southland Suede in Gay 
Tropical Colors. Correct for South- 
land Wear.” 


What About Gray 


By EUGENE F. PEIRCE 
Color Authority 


INCE the ensemble is to be a 

widely accepted form of attire, 
and inasmuch as gray is being pro- 
moted in some quarters, gray leath- 
ers, especially suedes, may be com- 
bined with black with safety, since 
such a combination eliminates the 
risk of vainly trying to match every 
shade of gray in dresses or in en- 









“Link-up window 
and advertising to 
get the best re- 
sults.” 


MAURICE WOLOCK 








sembles with a matching tone in 
footwear. 

From careful investigation I have 
found that the difficulty of match- 
ing gray suits with footwear has 
resulted in women choosing a neu- 
tral to wear with a suit, dress or 
ensemble. Such a combination as 
black and gray in footwear is a 
safe resort for a dealer who has a 
limited demand for fancy effects in 
footwear. 

However, in choosing gray foot- 
wear, it is safer to buy them on the 
side of light grays, rather than 
dark, since light shades may be 
worn with more costumes for after- 
noon, which, after all is said and 
done, is the appointed time for 
dressing up. 

As for grays, it only remains to 
say that gray does not improve the 
appearance of my lady’s legs as 
do shades off from white, ivory, 
flesh, nude, tan and so on. More- 
over, in the last analysis the legs 
have it in the final decision. 


February 4, 1993 
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Is Competition a “‘Bugbear? 


For several months it has been 
the consensus of opinion among 
bankers, economists, and indus- 
trial leaders that although 1928 
will show plenty of business, it 
will, nevertheless, be a year of 
intense competition. 


o ¢ 
This has naturally “thrown a 


scare” into some business men, 
especially those whose spines are 


made of gelatinous stuff. 


° ¢ 


Competition to most men means 
price, profit, and throat-cutting. 


2 & 


But, according to Mr. Webster, 
Competition is defined as “Com- 
mon strife for the same object.” 


> & 


If manufacturers and retailers 
are to enter into common strife for 
the sole purpose of seeing how 
cheaply they can sell their goods, 
then Competition is indeed a 


menace. 
oe © 


But, if these same people zntelli- 
gently strive to see how efficient 
they can become, how much better 
products, sales, and profits they 
can make, then Competition is a 
blessing. 

2 % 

Competition should always be 

constructive in its aims and results. 


The marvelous prosperity of 
our great country today is the re- 
sult of Competition. 

+ 

Where would our great indus- 
trial expansion, our employment 
of labor at far better than living 
wages, our splendid standard of 
living be were it not for Compe- 
tition—that “common strife” of 
men, minds, and mints “for the 
same object;” namely, the build- 
ing of a better and happier world 
for all to live inP 

2? & 
_ Don’t cuss Competition—bless 
It. 


It’s absolutely up to you as to 
whether your 1928 is a Red Fig- 
ure Year or a Red Letter Year. 

> > 

Business isn’t going to come to 

you—you must go for it. 


But it’s a great and glorious ad- 
venture nevertheless, and in my 
opinion the man who gets the 
right slant on Competition and 
then uses, not abuses it, will say 
on December 31, next: 


“Hurrah! but we’ve had a good 
year after all.” 


Zot & Toe 


President, 
BooT AND SHOE RECORDER. 
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What Merchants Think of “Prices” 


Providence—Philadelphia and San Francisco Agree 


E have asked- 

George Géuting of 

Philadelphia to give 
us his impressions of mar- 
ket conditions. He _ says, 
briefly, “we are not specu- 
lating on the market; obvi- 
ously we are going to pay 
the price, and expect our 
public to pay us our price. 
We are averaging and giv- 
ing the public the proper 
break, as it is our duty to do 
as retailers. They naturally 
get the advantage of our 
good buys and we are not 
hesitating to raise our prices 
all along the line, where it 
is necessary. As you know, our 
store is not a price business, so that 
this is obviously the thing we 
would do. 

“English houses, in their last 
price quotations, show a raise of 714 
per cent. American factories, I 
think, are in a better position and 
their raise in price is not quite that 
much. My impression about the 
English market in men’s shoes is 
that they are a bit panicky over the 
rise of leathers. They evidently see 
no daylight and are not in a posi- 
tion to give advice.” 

George E. Peirce, of Thomas F. 
Peirce & Son, Providence, R. L., 
says: “I think the majority of re- 
tailers today are very much inter- 
ested, and yet undecided as to what 
they will do regarding the advance 
of prices. What they decide to do 
depends a great deal upon the char- 
acter of their business. That is, 
whether a retailer has started out 
to establish a business to hold cus- 
tomers who will stay with him, or 
whether he is running a business on 
purely transient trade, as it were. I 
realize that no retailer can long sur- 
vive without having a certain amount 
of prestige, whether it is for price 
or quality, that will bring some of 
the customers back. 

“At the present time, with the ad- 
vance in both the prices of upper 
and sole leathers, it seems to me that 
there is only one course open, and 
that is to increase the prices with 
the advance in cost and maintain the 
quality. 

“As I write this letter I am keep- 
ing in mind more particularly men’s 
shoes, as there is such an enormous 


A Baltimore Suggestion 
Tell Public Collectively 


In the fact that a scarcity of cattle has af- 
fected the price of hides, trending them defi- 
nitely upward, I suggest that in towns of fifty 
thousand or less the shoe retailers band to- 
gether and publish in local newspapers and 
periodicals a complete story of the situation, 
making the point clear that prices of shoes 
must either be increased or quality of shoes 


decidedly lowered. 


Ned G. Hess, 


N. HESS’ SONS, INC., 
BALTIMORE, MD. 


variation in the patterns of women’s 
shoes that the price question is not 
quite so pronounced. That is, if a 
retailer has been selling a fancy pat- 
tern at a given price he can change 
that pattern somewhat and still keep 
the cost down, but in the men’s line 
there is no such chance for the ab- 
sorbing of the advanced cost, as the 
shoes are plain and really to look 
the part call for a better grade of 
shoemaking. You can’t escape this 
fact. 

“When it comes to the question of 
the cheaper grades of shoes at $5 
and $6, I think they will have to sub- 
stitute side leathers, fiber soles, etc., 
if they are to keep the prices down 
to these low figures and give the con- 
sumers a shoe that will hold to- 
gether. 


6¢ AS I understand the condition of 

the leather market, there is 
nine of the grades of leather which 
were picked up at buyer’s prices, and 
the market is in such a condition to- 
day that the tanners are quoting 
prices and getting them. My impres- 
sion is that as the season advances 
and the activity in the factories in- 
creases, that the leather situation 
will be even worse than it is today. 
Some of the manufacturers tell me 
that they are well covered on both 
upper and sole leather for the first 
six months of 1928; after that, they 
do not know just what the prices will 
be or where they will get the leather 
to make their shoes. No doubt there 
will be leather, but I would not be 
surprised to see a continually ad- 
vanced price in the leather market 
during the year 1928.” 





Russell Werner, of Frank 
Werner Co., San. Francisco, 
Cal., says: “It always his 
been a strict policy of our 
firm to maintain our grades, 
regardless of price. We will 
put these new prices n 
effect immediately after our 
semi-annual sale, which w_|] 
cover every shoe in the house 
that has cost us an increased 
price. Frankly, we believe 
whatever little success we 
have had in our retail shoe 
business, that this has been 
one of the principles _in- 
volved for that success. 

“The above, in a_ few 
words, completely covers the situ:- 
tion in question. In addition to this 
we are tying up in a national wa) 
with the campaign of the National 
Shoe Retailers’ Association wit! 
their slogan, ‘Let’s Double the Men’s 
Shoe Business.’ 


66 E believe that with norma 

publicity, backed up with 
quality, merchandise of stylish foot 
wear, featured at a reasonable mark 
up, that we can make a satisfactory 
gain during the year 1928, which we 
are usually able to do. In other 
words, there is no substitute fo 
quality at legitimate prices.” 


Adler Advocates 
Sport Shoes 


New YorK CitTy—Jesse Adler 
says: “I believe that the medium 
shades of tan in men’s shoes will be 
good sellers. I am buying accord- 
ingly. I believe that the summer 
weight shoes will be good sellers for 
spring. In sport shoes for men, | 
believe that black and white, such 
as was adopted by some of the lead 
ing golf champions, will be the mos: 
popular combination; I believe that 
tan and white will be a close second 
—perhaps an even break. Ther 
will be some tan elk combinations 
Every kind of a rubber sole will b: 
good. There will be many ‘dress-up’ 
sport shoes, such as favored by th« 
college man, with leather soles. With 
leather showing an advance, the re 
tail shoe merchant must sure) 
charge more for his shoes.” 
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What Will She 
Wear With Prints? 


Footwear Must Har- 
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‘rank ' ‘ ‘ 
ise, monize with Gaily 
ug . 
our Printed Costume 
ades, . 
will This Summer 
} in 
our 
will 
map Photos, courtesy 
ased H. R. Mallinson 
leve & Company 
we ® 
shoe UNDREDS of silk manufacturers, more hun- 
een Hews of dress manufacturers and thousands of 
ir retailers can’t be wrong! Printed silk dresses 
are going to be THE big thing in costumes this sum- 
fe mer. This does not mean that printed silks will be 
ua- worn to the exclusion of everything else, but that the 
his average woman will have at least one printed dress in 
Va) her summer wardrobe. Prints were big last year and 
nal will be bigger this year. Advance orders on the books 
it} of silk manufacturers at present are reported to be 
n’ about 25 per cent larger than a year ago. One large 
silk house is booking 35 per cent of its current produc- 
tion on prints. 
nal The fact established that silk prints will be good in 
ith costumes leads to the query, “What kind of shoes will 
ot be worn with them?” Quite the smartest prints are 
rk dark colored, dark browns, navy blues and blacks pre- 
ry dominating. The patterns are of the all-over variety, 
we that is, the printed pattern is more conspicuous than 






the background. This means, shoewise, a strong de- 
mand for patent leather footwear. It will be noticed 
in the photographs on this page, which show some of 
the new costumes made of Mallinson’s printed silks, 










that patent leather has been chosen as the harmonizing 
footwear. 






OWEVER, the really smart woman will want to 
bring about a closer harmony between footwear 
and dress. Where the printed design is predominantly 
blue or brown, blue or brown footwear will be good. 

One fact stands out sharply—there are few beige 
tones in the printed silks. Black, dark brown or blue 
will be the footwear colors called for to harmonize with 
these new prints. Even in the black and white prints, 
which will be a big factor, the black is the controlling 
factor, rather than the white. 

Summed up, then, the safe thing for the small shoe 
merchant to do is to provide plenty of black shoes, 
principally patent leathers, to go with these printed 
costumes. If he aspires to greater smartness, dark 
browns and blues will come next. For the lighter 
prints, some of the beige tones are good, but should 
be handled cautiously. 
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It was so cold and windy at Atlantic City last week, that only a handful of the members of the Middle Atlantic Shoe Retailers 
Association ventured outside the Hotel Ambassador for what was intended to be a group picture of the convention. Those who 
did brave the 50 mile gale off the ocean deserve to have their pictures printed 


With the “Shoies” at Atlantic City 


ITH all the discussion on 
color that took place last 
week at the convention of 


the Middle Atlantic Shoe Retailers 
Association at Atlantic City, the re- 
tailers who placed orders among the 
exhibitors at the Hotel Ambassor, 
showed a strong preference for black 


shoes. Fully 50 per cent of the buy- 
ing, and there was fairly generous 
order placing at the convention, was 
on black footwear, mainly patent 
leather and black satin. When colors 
were bought, caution still reigned, 
for usually not more than two colors 
were selected and in most cases one 


of these colors was dark brown. The 
buying was done mainly by the re- 
tailers from the smaller centers who 
do not get to market so frequently. 
The operators in the bigger cities, 
however, also were conservative in 
their selection of colored footwear, 
buying three colors at most. 


The M..A. S. R. A. convention made Atlantic City sit up and rub its eyes, and 


that’s no small feat. 


the beach, with Miss Atlantic City inside. 


Above is the largest shoe form in the world, down on 


George Garman, the biggest presi- 


dent the association ever had is holding up the toe end. At the left ts the way 
one exhibitor drew attention to his display of snake-skins 
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The effect of modern metropolitan architecture 
upon the national style consciousness is profound. 









There is no profit in price! This organization, sensing 


Without style — whatever and grasping the faintest 
the price—there is no thrill —_ whispers of style influence, 







for either buyer or seller. _is putting profit certainty 
A shoe must have “IT” to into many famous lines of 
_ be profitable. footwear. 















134 SUMMER, STREET 
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Kever had on: 


So exclaims your pleased customer to 
her friend. “And,” you Wilbur Coon deal- 
ers have already promised smilingly, “we 
can always give you the same perfection of 
fit. Anytime. Any style you choose.” 


From that moment she’s your regular 
customer, as you know. You’ve sold her 
more than shoes. You’ve given her exact 
fit...the glorious comfort she’d almost 
despaired of getting in stylish shoes. 


A Different Sales Idea 


You have ceased to worry about the 
stores that stress style, or those that shout 
orice. For you give smart style, moderate 
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price and, in Wilbur Coon Special Meas- 
urement Shoes, “a made-to-measure fit in 
ready-to-wear shoes!” 


Yours isno longer just a shoe store. 
You have become noted for specializing in 
fit. The secret is in the Special Measure- 
ments of Wilbur Coon Shoes. And steadily 
the Wilbur Coon national advertising keeps 
on selling the “made-to-measure fit” idea 
for you. 


You have found that Wilbur Coon 
buyers are profitable trade. For one wo- 
man who favors the bizarre, a dozen prefer 
the trim, stylish Wilbur Coon models that 
deftly reflect the mode. Styles are voguish 
..yet without the faddishness that gobbles 
up profits when the style changes over night. 
Your profits are real profits. No mark-down 
for you on this specialty line that retails at 
$8 to $11. 


Sizes for EVERY Foot 


Sizes 1 to 12, AAAAAA/AAAA to 
EEE/EEEEE. A wide variety of styles. 
All leathers and fabrics. But your stock is 
never heavy. Back of you stands the fac- 
tory with some 100,000 to 150,000 pairs 
always in stock for lightning delivery. 


To the dealer who isn’t yet handling 
Wilbur Coon Special Measurement Shoes 
the Coupon will bring interesting informa- 
tion about larger profits. 


Reg. U. S. Pat. Off. 


37 Canal St., Rochester, N. Y. 
Yana Soursizes) 
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Style F1978—Patent leather with a black ooze 
calf trim Price $6.00 
Style F1974—Black kid with a black ooze 
calf trim Price $6.00 
Style F1973—Tan calf with a tan suede trim. 
o « « « © © 6Peice 96.00 
In Stock— Widths AAAA 
toEEE, sizes 242 to 11 (A 
to E, size 1 up 


Description—209 (narrow heel, stand- 
ard instep) last. 14/8 covered Cuban 
heel. Goodyear Welt. 


PATRICIA 


Price $5.75 
Price $5.75 
Price $6.50 


Style F1929x—Patent leather . 
Style F1933x—Black kid . . 
Style F1953x—Burnt oak kid 
Style F1955 —Black ooze Price $6.25 
Description—309 (combination) last, In Stock—Widths AAAA 


14/8 covered Cuban heel. Goodyear to EEE, sizes 244 to 11 (A 
Welt. to E, size 1 up) 


Price $4.85 
Price $4.85 


In Stock— Widths AAA 
to EEE, sizes 4 to 9. ¢ 


Style F294—Black kid 
Style F295—Patent leather 


Description—309 (combination) last, 
14/8 leather Cuban heel. Goodyear 
Welt. 


W. B. Coon Co. 


37 Canal Street Rochester, N. Y. 


Gentlemen: 
CJ Please send an “In-Stock” Catalog. 


TJ Have your salesman call when in vicinity 





AMADE-TO MEASURE FITTS 


Firm Name 





Address 


Individual’s Name __ 
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ee et Ak ny RS + SUFFICE LAST COLLEGIATE LAST SUFFICE LAST 

B-641—Black Kid 6.25 2-351—Golden Brown B-761—Tan Calf with B-671—White Kid ....$6.75 
bs ° Kid, Grain Calf Front .$6.75 Lizard Calf B-471—All Black Kid. 6.25 

B-661—Patent Leather. 6.25 B-391—Patent Leather, match r we AY x as — ess 


15/8 Covered Ouban Heel Black Grain Calf Trim. 6.25 12/8 Covered Heel with 
Light Edge 15/8 Cov. Heel—Light Rage. Medium Light Edge. OS be tee ee 
Front 7.00 
Covered Heel—Light Edge 
14/8 Covered Heel, 
Light Edge. 


SUFFICE LAST 
B-721—aAll Patent Lea- 
B-907—White Kid Two- B-507—Black Kid....86.00 ther 6. 
15/8 Cov. 


SAMARITAN LAST 


B-831—Black Kid ....86.00 
B-841—Golden Brown 


Stra . = — 
Pp $6.50 B-807—Golden Brown 6.50 Light Edge. Kid 6.50 


15/8 Solid Leather Heel, 
Rubber Top 














MANUFACTURERS & DISTRIBUTORS New England Office: 
Draper Hotel 


H Hotel 
W. A. BARNEY Roches ter, MN ELLIOTT LA MONTAGNE 


SEND FOR CATALOG 
New York Om 846 * San Francisco Office: Plaza Hotel 
B. wv. MOYLAN Ue ain . = H. 8S. KUSHINS 


Pittsburgh Office: 


Cleveland Om 15 ldg. Los Angeles Office: 107 East Sth Street 
Beco: rs F. ENKS eae ee = ” Cc. E. VanDEGRIFT 
Chica, Oo Detroit Office: Book Cadillac Hotel 
- res? ‘sATOR. — ” H. P. CALVEY 


MEN’S ARCH-AID SHOES MADE AND SOLD BY 


M. A. PACKARD CO. 
BROCKTON, MASS. 
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Who’s Who on the Road 


Fighting Spirit is What Makes the Salesman 
a Real Ambassador of Trade 


E. Bell, past president of the 
R. Southwestern Shoe Travelers’ 
Association presided at the joint ban- 
quet of the Texas-Oklahoma Shoe Re- 
tailers’ Association and the South- 
western Shoe Travelers’ Association, 
held at the Adolphus Hotel, on Sunday 
evening, Jan. 22. Mr. Bell introduced 
the officers of the association and 

ests. Judge Marvin H. Brown of 
Fort Worth, Texas, was the toast- 
master and in his inimitable manner 
convulsed his audience with his keen 
humor. Rabbi David Leftkowitz, a 
brilliant orator of Dallas, gave an in- 
spirational talk, which had for its 
background the greatness, the spirit of 
progress and good fellowship of the 
Southwest. He commended particular- 
ly the Dallas convention for its lofty 
aims of a better understanding and a 
closer cooperation. 


. UFORD Mc- 
WHIRTER, 
past president of 
the National Shoe 
Travelers’ Asso- 
ciation, and a 
former secretary 
of the Southwest- 
ern Shoe Travel- 
ers’ Association, 
and now presi- 
dent of the South- 
western Shoe 
Travelers’ Asso- 
ciation, was pre- 
sented with a 
very fine watch at the Dallas joint 
“meet” of boys on the road and shoe 
merchants, as a token of his loyal ser- 
vice to the Southwestern group. This 
joint banquet was held on the opening 
evening of the Texas-Oklahoma Shoe 
Retailers’ Association and the South- 
western Shoe Travelers’ Association 
Convention, Jan. 22. The big ballroom 
of the Adolphus Hotel was crowded 
with boys on the road and their shoe 
merchant friends. Many of the trade 
were accompanied by their wives. 


Buford McWhirter 


GALES representatives from prac- 
tically every section of the United 
States were present at the one-week 
sales convention held recently by the 
Charles Meis Shoe Company, manufac- 
turers and wholesalers. A series of in- 
structive lectures on the new styles, 
rices and tendencies were given by 
ice-President Sidney Eisman, Au- 
gust Levy, buyer of men’s, boys’ and 
Women’s shoes, and Charles Levy, buyer 
of children’s and misses’ shoes. Mr. 
Eisman also announced the appoint- 
ment of A. R. (Bob) Toffler, formerly 
of the Brown Shoe Company, as as- 
sistant sales manager. Alvin Fitz- 
patrick, advertising manager, and Mor- 


By HELEN M. HANEY 


ris Pleatman, service manager, gave 
the salesmen a talk regarding the work 
of their respective departments for the 
year. The Meis company has a con- 
vention every year, but never before 
have they attempted to stage one so 
elaborate. The Charles Meis Shoe Com- 
pany is 50 years old, having been estab- 
lished in 1878. The display was attrac- 
tively arranged, showing the new line 
in a series of nine window displays ar- 
ranged by Joseph Zeigler; beautiful 
fixtures were used. Many large golden 
plaques reminded one that this was 
(Meis’ 50th birthday. The sales conven- 
tion concluded with a banquet at the 
Cincinnati Club. The salesmen are 
now in their respective territories. 


S. EARSEMAN, who represents 

¢ the Miler Rubber Co. of New 
York, was graduated from Mount Union 
College in 1912. Prior to this time he 
had worked several months in the Good- 
year factory, entering its automobile 
tire department June 15, 1912. He was 
salesman and special representative of 
the western division for five years. He 
was transferred to the sales research 
department, in Akron, in 1920, and was 
appointed manager of sales, personnel 





GO AFTER WHAT YOU WANT 
(From The Martha Washington Mer- 
chandiser) 

One salesman was full of vim, 
vigor and vitality—went right 
after what he wanted and usually 
got it—enjoyed life to the fullest 
—could see something good in al- 
most everything. 

The other salesman was tired, 
down on his luck, out of time 
with the whole world—His line 
was wrong, customers didn’t 
seem to want to buy—he was sat- 
isfied with any kind of a small 
order—in other words, had about 
thrown up the sponge. 

Without a word, the big suc- 
cessful salesman shot out his 
strong right arm, grabbed his 
fellow salesman friend by the 
throat with a death-like grip. 

The “down-and-outer” fought 
for his life as he never fought 
before— 

The big man, releasing his 
grip, said, “Now, if you'll fight 
for what you want the way you 
fought for your life a moment 
ago, everything in this good old 
world that you really want will 
be yours.” 

(If you think there is nothing 
in this lesson, try it for a while. 
You'll soon change your mind.) 











department, in 1921, which position he 
has held since. During the war he en- 
listed and served twenty months in the 
domestic service, being commissioned 
First Lieutenant, Infantry, 10th Divi- 
sion Machine Gun Battalion. 


G E. BRUNNER, who represents the 
* Miller Rubber Co. of New York, 
was graduated from Bates College 
(Maine) in 1912. He was instructor 
at Mercersburg Academy for two years. 
He joined Goodyear organization Oct. 
1, 1914, and was in service department 
and served as adjuster at Syracuse and 
the Philadelphia branches. He is special 
sales representative of the Southern 
Division, and became manager of the 
service department in 1917. He became 
manager of the truck and bus tire de- 
partment in March, 1921, in which po- 
sition he has served since. 


MONG the 
Philadel- 
phia boys who 
showed their lines 
at the Middle At- 
lantic Shoe Re- 
tailers Association 
Convention was 
Paul Lippincott, 
Jr., who covers the 
Quaker City for 
Dixon-Bartlett Co., 
Baltimore. Mr. 
Lippincott re- 
ported that he had 
enjoyed a very sat- 
isfactory business at the show. He said: 
“The trade likes our new sport pat- 
terns as well as the new Joan Sandal 
in its various colors, including black. 
Our light shades, especially those of the 
honey beige family, have been popular 
sellers. Our customers are also de- 
manding our woven effect trims on the 
sport types in contrasting tones.” 
William Norris, the third generation 
of his family in the Dixon-Bartlett Co. 
business and a member of the firm; 
T. P. Tankersley, who covers Washing- 
ton, Norfolk, Richmond, Cleveland, De- 
troit and other big cities of the country, 
and H. W. Lambrecht, assistant factory 
superintendent, were also in attend- 
ance at the Dixon-Bartlett Co. sample 
room, 


Paul Lippincott 


EVE®Y Monday, at 12 o’clock, the 
Shoe Travelers’ Club of Los An- 
geles holds weekly luncheons, at the 
Hayward Hotel, and cordially invites 
to these luncheons all N. S. T. A. mem- 
bers. Charles A. Moder is president 
of this association; Halsey Elwell is 
vice-president, and Fred Yeaton is sec- 
retary-treasurer. 
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Plytex will sell by virtue of its 
style and quality appearance. It 
will sell because of the “repeat- 
ing” non-skid idea and because it 
is the only sole known that 
actually improves with wear! For 
as the raised non-skid design 
wears away, a new non-skid (e- 
sign formed by an Egyptian Cot- 
ton fabric presents itself. When 
this wears another layer shows 
up, and so on until the sole is 
completely worn through. In 
other words, the non-skid feature 
never disappears. 


LYTEX advertising is work- 
ing NOW upon the con- 
sumer! The “repeating” 

non-skid design idea is being 

driven home to hundreds of 
thousands of people NOW so that 
this Spring and Summer the trade 
will find a definite demand for 
Plytex. 


Plytex advertising NOW appears 
where it will have the greatest 
effect—in “Vogue,” the style 
magazine for women; in “Vanity 
Fair,” the style magazine for 
men; in the smart and sales im- 
pelling “New Yorker”; and in 
“Golf Illustrated.” At the proper 
season Plytex publicity will ap- 
pear before the Saturday Evening 
Post’s most desirable audience, 
which runs into the millions. 


Retailers and manufacturers 
should investigate Plytex NOW. 
The Plytex demand being created 
at this time will mean Plytex 
sales later. 






Four layers of fab- 
ric overlapped and 
embedded in rubber. 


Tag ge. 
jolep and Heels 


ESSEX RUBBER COMPANY, TRENTON, N. J. 
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How Advertising is Telling the Story of Plytex| 
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J. HARWOOD, who represents Rob- 
L erts, Johnson & Rand around Mem- 
phis, Tenn., believes that a traveling 
salesman selling a general line to the 
retail trade has certain definite respon- 
sibilities, chief of which is that the 
success of the customer is dependent 
upon the salesman to a large extent. 
“A customer is a real investment. It 
costs money to get him, so he must be 
safely watched and his interests care- 
fully guarded. A thousand dollars’ 
worth of shoes judiciously bought will 
mean more real profit to both the mer- 
chant and the salesman than $2,000 
carelessly bought,” said Mr. Harwood, 
“eonsequently I always insist that a 
man has all his size sheets and thor- 
oughly knows what and why he is to 
buy before he even starts.” Harwood 
is one of the R., J. & R.’s top-notch 
salesmen. In spite of unfavorable local 
conditions, his 1927 sales show a good 
increase over those of 1926. This is due 
in large measure to the careful manner 
in which he sells his trade. 


A. MORGAN of Denver, Colo., K. 

e O. A. radio shoe style and fitting 
lecturer, now with the Denver Dry 
Goods Co., commenced his activities at 
“the mike” some years ago, when he 
traveled the Dakotas, Minnesota and 
Iowa, with sample room at Minneapo- 
lis, for Rice & Hutchins, Inc. He then 
told the public about the merits of the 
Educator shoe for women; by broad- 
casts, at teachers’ assemblies and at 
conventions. During a demonstration 
week, one time in Fargo, N. D., Mr. 
Morgan put over a very successful win- 
dow demonstration and selling cam- 
paign, with child actors as the center 
of attraction. After a five-year connec- 
tion with Rice & Hutchins, Inc., he for 
four years was associated with the 
United States Shoe Co. of Cincinnati, 
“pioneering” with the Flexridge shoe 
in Iowa, Kansas, Nebraska, Missouri 
and Oklahoma. “Pat’? Morgan writes 
that his radio audiences express their 
appreciation both verbally and by let- 
ter. He intends to soon publish a copy- 
righted book of his radio talks. One 
of his New Year’s resolutions is to ex- 
tend this work of lecturing to P. T. A. 
meetings, women’s clubs, schools and 
colleges, with the determined effort to 
bring the people of Colorado to a real- 
ization of the importance of correct 
fitting for the American youth and a 
broader knowledge of shoe values. 


T. Pacific Coast territory for the 
Helmholz Shoe Mfg. Co., Cudahy, 
Wis., is now in the hands of C. J. Pear- 
son, who formerly manufactured the 
“Little Pal” line of children’s shoes in 


his home city of Los Angeles. Mr. 
Pearson is thoroughly acquainted and 
ie among the West Coast shoe 
uyers. 


RED’K H. TIMSON, president and 

treasurer of Timson Bros. Shoe Co., 
Boston, covers some 250 stores in about 
50 cities and towns of Florida with his 
line of Timbro shoes for women. “Flor- 
ida,” writes Mr. Timson from Winter 
Park, “has passed through the tough- 
est time this last year or so that any 
State has had to experience in ten 
years. She has come through smiling, 
and is now pretty well stabilized. The 
stores of Florida have the “snappiest” 
styles as quickly as any of our great 
Northern stores. There are some fine 
establishments here. The Florida trade 


Here is Pat Morgan and his boys 
—Patrick Alfred, Jr., and Vin- 
cent De Paul. Pat was a former 
shoe traveler and radio lecturer. 
He is now, after nine years of 
road work, selling footwear at 
retail for the Denver Dry Goods 
Co., but still talks to the world 
over “the mike.” He says that 
many of his broadcasts are in- 
spired by “the vast fund of infor- 
mation and up-to-the-minute style 
ideas which he faithfully reads 
each week in THE RECORDER.” 


is calling for light leather again. To 
show how alive this State is, Miami 
has recently finished a 27-story-high 
City Hall and Court House, and a 
splendidly smooth auto road has been 
laid for 150 miles south of Miami across 
to Key West. On a recent trip to Ha- 
vana I sold some nice accounts and 
made some very pleasing acquaintances. 
I was much impressed with the gnodern 
shoe and department stores there.” Mr. 
Timson has been “making” “The Ever- 
glade State” for the past 14 years, and 
prior to that lived there for three years. 
“While I will never go back on my first 
love, the ‘Old Bay State,’” he writes, 
“when winter comes give me Florida 
every time.” 


VIDENTLY, if the shoe salesmen 

had their way every member of the 
trade would read the shoe trade papers, 
as was evidenced by the repeated ref- 
erences during the day to cooperation 
given travelers’ interests by these pa- 
pers, culminating in a final tribute 
when Harry Chase of The Shoe Re- 
tailer and “Ned” Ray of THE Boot 
AND SHOE RECORDER were brought be- 
fore the recently held N. S. T. A. con- 
vention and formally thanked, in rec- 
ognition of the support accorded by 
these publications in particular. 


S. T. A. conventions result in some 

@ wonderful renewals of old-time 
friendships that would hardly be pos- 
sible under any other conditions. For 
instance, John U. McAllister, who 
travels Ohio to Denver for Wichert, 
Inc., refreshed his memory at the Chi- 
cago meet of Jan. 7-12, 1928, with rec- 
ollections of the days of forty years 
ago when Mr. McAllister operated a 
retail shoe store in Fort Worth, Tex., 
and when the “personal touch” of THE 
BooT AND SHOE RECORDER was supplied 
by the late De Witt G. Ray, who trav- 
eled from ocean to ocean at that time 
for this publication. 
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S S. MARLIN now represents the 
¢ Brockton Shoe Mfg. Co., Brockton, 
Mass., in Chicago territory. Mr. Mar- 
lin’s cheerful nature long since won for 
him the nickname “Smiley” among a 
long list of shoe buyers during bygone 
days, when he exhibited samples of the 
Chas. A. Eaton Co. and the Rice & 
Hutchins Co., Inc. 


D. SAWTELLE, who has been 
¢ traveling in Ohio for the past five 
years representing the Marathon Shoe 
Co., and who sustained serious injuries 
in an automobile accident several 
months ago, is now fully recovered and 
is calling on the trade in Ohio. Dur- 
ing his absence from the road his work 
was looked after by J. F. Evertson, 
who called on the larger accounts, and 
F. L. Barnhart and A. G. Schulke, all 
travelers for the same factory. Mr. 
Schulke is from the Pacific Coast.— 
UTPS. 


LBERT FRANK, who “harks 

back” in Chicago to the days of 
“Double A” Putnam, is now represent- 
ing J. J. McMaster, Rochester manu- 
facturer of children’s soft soles and 
first steps. Mr. Frank and his son 
cover the eritire Chicago district by 
machine and are welcome wherever 
they call. 


¥ HE salesman who is alert to selling 
opportunities is a good salesman, 
but the men who get into the super 
class are the salesmen who create the 
circumstances that make opportunities. 
—A. E. Nettleton “Table Talk.” 


ILLIAM H. Neiman, who had 

been associated with the H. C. 
Godman Co. of Columbus for a number 
of years, has taken a position with the 
Dunn & McCarthy Co., traveling Illi- 
nois. He has been succeeded in the H. 
C. Godman Co. connection by H. C. 
Grieves.—UTPS. 


J. EVERLY, who had been asso- 

* ciated with the Everly-Ran- 

som Shoe Co. of Mt. Vernon for a num- 

ber of years, has sold his stock in that 

company to his partner. He will enter 
another business.—UTPS. 


ALCOLM W. SCHEIFFELE, for- 

merly connected with his father 
in conducting the Scheiffele Shoe Mfg. 
Co., before this concern became a unit 
of the United States Shoe Co., and 
who has had over four years’ experi- 
ence in the factories and office of this 
house, was recently appointed assist- 
ant to Frank Cahill of the Airmail 
Division, in the publicity and sales 
promotional work of the McKay De- 
partments of the United States Shoe 
0. 


RANK J. LAKOFKA, long identi- 

fied with the Central Western shoe 
trade, now represents A. M. Creighton, 
Lynn, Mass., in the Chicago district 
and Wisconsin. With the first of the 
year, Mr. Lakofka opened Chicago 
salesrooms at 508 Security Building, 
189 West Madison Street. Scores ‘of 
retail merchants and buyers alike, will 
learn with pleasure of this connection 
by one of the popular veterans of shoe 
selling in and around Chicago. 
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Party One Strap 


BU1301 Full Ohrome Patent, Cut out 
applique, 5 to 8 Korry Krome Sole, 
Wedge Heel $1.90-—-8% to 11 
Korry Krome Sole, Wedge Heel 
$2.25—11% to 2 Oak Sole, Rub- 
ber Heel $2.65. 


Sport Oxford 
Korry Krome Sole 

O.B. 5557 Carl Schmidt's color W tan 
calf. Schmidt’s No. 1 Stroller grain 
trim inlay, 8% to 11 Spring Rubber 
Heel $2.50—11% to 2 $2.90. 

C.B. 5303 Hubschman’s Tan Calf. 
Kepner’s light smoke elk trim inlay, 
5 to 8, wedge heel $2.15—8% to 11 
$2.50—11% to 2 Rubber Heel $2.90. 


Blucher Oxford 


Korry Krome Sole 
L1801 Full: Chrome Black Patent 
Leather. 
L 5301 Hubschman’s tan calf. 


8% to 11, spring rubber heel. .82.25 





It’s not alone what you see that gives value to 


SKEEZIX SHOES 


Outgrown before Outworn 


HE outside is attractive to be sure— 

correct styling, fine materials and good 
workmanship assure that. But back of it 
are other things of even greater importance. 
Nature shaped lasts give ease and comfort 
and allow the natural growth of the young 
foot. The leathers used are of recognized 
merit because they are nationally known. 
Skill, zeal and conscience are built into them 
as well as materials. 


We ask no more than a trial selection on any 
of these In Stock numbers to prove the ac- 
curacy of this statement. 


Js 


REGISTEREO US. PAT. OFF. 


OUTGROWN BEFORE OUTWORN 
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The W. A. WITHERS SHOE CoO. Fen 
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For Spring 


A Patent Leather shoe 
for street wear. 


Interesting with side 
gore and imitation 
lace. 


HUB GORE MAKERS 


Branch oF EVERLASTIK, snc. 
CHELSEA, MAST, 





7 


= \GORE/,. 
NZ 
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Makers 
IN STOCK 


GOODYEAR WELTS AND 
SPECIAL PROCESS SHOES 








“BROOKLEA” 
“ROSALIE” Goodyear Welt “DELILAH” 

Special Process 12/8 Cov. Heel Special Process “INA” 
B129—Patent Leather ..$4.65 8184—Beige Calf, Beige 26 Special Process 
B159—Carmel Baby Croco- Lizard Calf Trim.85.25 B19G—Belee Galt.) *4:8 Combination Leather Bow 
a | hy eet ees yw 4 B296—Honey Beige Kid. .85.00 

5 es SESS 7 " B298S—Plaza Gray Kid... 5.00 
“PRINCESS “RANGOON” B295—Patent Leather .. 4.75 
Special Process Special Process 
“CLARE” 


Cuban and Spanish Heels 


















































B151—Genuine Beige Liz- B152—Genuine Beige Liz- 
“CLARE” ard with Kid to ard — Kid 86 as 
Special Process Mate tc ccccccces $6.10 match ....+see0% . 
22/8 Heel 
B294—Dark Beige Suede.$5.00 B230—Black Satin (15/8 
Bizz—tony Belge Kid . B.00 SIZES AND WIDTHS Cuban) ......... 8 
B124—Plaza Gray Kid... 5.00 Tere ee re een ere eet (5/8 Oe . 
B2S9—Silver Kid... BA cocccccccccccesecsece eecccccs 4 to 8 i = 
BS575—wWhite Kid.. BD ceccccccccvececcescccessecesecce 4 to 8 B226—White Satin (15/8 
BS73—Black — ood Pa 5 COC c ee ceereeeesereseeseseesceses 3% > SD  cosccees 75 
BS72—Patent Leather ... .. TREEEEEEETIELELELIELELEE EEE. o B2865—Silver Kid (15/8 
B224—White Satin ..... 4.75 Terms Net 30 Days Spanish) ...... . - 6.00 
Twenty-five cents additional oe orders of less than three 
pairs 
“BROOKLEA” 
Goodyear Welt ° 
12/8 Covered Heel “NORMANDY” 
Goodyear Welt—Cov. 
Heel 
sete sige Limrd eee etligator 86.50 
r B15S8—Honey Beige Kid. .85.15 BG6S86—Genuine Taffy  _ 
ae Bi62—White Kid. 5.15 Alligator ..... 6.50 
B153—Patent Colt ...... 4.85 
SHOEMAKE 
Pittsburgh Omce: . te + th 3. ie —» > oe 
eury mote ochester, N. ‘ . Northampton, Mass. 
W. A. BARNEY y ~ ELLIOTT LA MONTAGNE 
Detroit Office: Book Cadillac Hotel Cleveland Office: 15998 Union Trust Bldg. 
H. P. CALVEY A. F. JENKS = 
New York Office: 846 Marbridge Bldg. San Francisco Office: Plaza Hotel 
B. W. MOYLAN H. 8. KUSHINS 
Los Angeles Office: 107 East Sth Street Chie Office: Majestic Hotel e 
Cc. E. VanDEGRIFT nage F. J. SATE 
Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
— 2 














Shoe Merchants News 


in the Boot and Shoe Recorder 











NATIONAL NEWS 


SATURDAY, FEBRUARY 4, 19: 





EVERY WEEK 





Pittsburghers Plan to Seek 
Local Newspaper Publicity 


Special Committee to Be 
Appointed Soon; New 
Directorate Is Elected 


PivysBURGH, Pa. (UTPS)—At the 
January meeting of the Pittsburgh 
Shoe Ketailer’s Association directors 
were clected to serve for a period of 
three years, and a motion to seek more 
publicity through the local newspapers 
was passed. 

On the motion of “Al” Schmidt who 
noticed a column written by Fay King, 
newspaper syndicate writer, advecat- 
ing mere consciousness of appeaance 
for men, it was decided to get in touch 
with Miss King and other columnists 
both syndicate and local, as well as 
with the editors in order to have in- 
formation of benefit to the shoe re- 
tailers injected in their columns in the 
same manner as that of the article 
which prompted the move. 

Mr. Schmidt declared that the local 
association might obtain a great deal 
of benefit from short squibs in the 
newspapers without at all approaching 


the category including free-advertising | 


and press-agentry. A publicity com- 
mittee will be appointed at the next 
directors’ meeting. 

Paul R. Holmes, manager and buyer 
for the ladies’ shoe department of the 
Joseph Horne Company, who attended 
the Chicago convention gave the as- 
sembled shoe men the benefit of his 
trip and observations. 

Getting into the field of buying and 
the present leather situation Mr. 
Holmes had one strong word of advice 
for his hearers, by following which 
they might have their share of pros- 
perity. Mr. Holmes declared that con- 
centration in buying was necessary to 
solvency at the present time and the 
only means by which business can be 
kept on an even keel with a slight list 
to the proper side of the ledger. He 
declared that three or four concerns 
were sufficient for dealers to procure 
their stock from, and that such con- 
centration would prove better for 
both in the long run. 

The new board of directors consists 
of; G. W. Appleby, J. C. Barclay. Ben- 
jamin Cohen, G. C. Murphy, C. W. 
Rainsberger, Florenz Ruffenach, and 
John T. Winn. 

All of the assembled shoe retailers 
were very favorably impressed by the 
new store of Morrison & Ritter who 
conduct Pittsburgh’s Arch-Aid Shoe 
Store where the meeting was held and 
all commented very favorably upon it 
as well as voting Mr. Morrison and 
Mr, Ritter thanks for their hospitality. 








S. B. Levine and S. B. Barack, pro- | 


prietors of the Parisian Booteries of 
Pittsburgh invited the local association 
to their new Hotel Roosevelt Shoppe 
for the next meeting. 





M.A. S. R. A. 
Directorate 


At the Middle Atlantic Shoe 
Retailers’ Association conven- 
tion in Atlantic City last week, 
the following were re-elected 
directors: B. W. Schaub, Lan- 
caster, Pa.; Albert J. Schmidt, 
Pittsburgh, Pa.; Roy Walter, 
Wilkes-Barre, Pa.; Milton M. 
Bendheim, Wilmington, Del.; 
Morton N. Peskin, Cumber- 
land, Md.; Warner Peirce, 
Richmond, Va.; Henry A. 
Hirsch, Washington, D. C.; 
and David Josephson, Trenton, 
N. J. All except Josephson had 
been directors whose terms ex- 
pired. The other directors, 
whose terms do not expire until 
later, are George M. Garman, 
Philadelphia, Pa.; Lee Reine- 
berg, York, Pa.; G. W. Lude- 
buehi, Pittsburgh, Pa.; Albert 
Forster, Philadelphia, Pa.; A. 


H. Neuwahl, Altoona, Pa.; 
Myer Marx, Atlantic City, N. 
J.; C. Fred Bickle, Hagers- | 
town, Md.; and C. B. Wilson, — 
Roanoke, Va. 











Henry Buys Mayer Store 


NEW ORLEANS, La.—John B. Henry 
has purchased the shoe department in 
the Gus Mayer Co. store from the Mer- 
rill Shoe Co. He will continue to have 
the agency for the J. & T. Cousins 
shoes, but will not wholly confine his 
efforts to this one line as was the 
policy of his predecessors. Mr. Henry 
was formerly the Secretary-Treasurer 
of the Fair Boot Shop, Fort Worth, 
Texas and has sold his interest in the 
latter concern to Alex Hesselson of 
that city. 





N. Foster, Uniontown, Pa.; M. | | 





Why All the Fuss Over 
Prices, Asks Katschinski 


(UTPS)—A. 


San FRANcIsco, CAL. 
Philadelphia 


Katschinski, president, 
Shoe Store, says: 

“I may not be correct in my view- 
point, but it seems to me that the less 
publicity and agitation about this rise 
in shoe prices the better. If you tell 
the public ‘Shoes are going up tre- 
mendously soon,’ people will feel that 
something is being put over on them 
and will bear a grudge toward the shoe 
trade. If a sudden upward jump were 
expected, things would be different, of 
course. But this slight increase will 


: | scarcely be noticed by the general pub- 
| lic. 
| do shoes cost more now?’ then, it seems 


If a customer directly asks, ‘Why 


to me, it would be the right time to ex- 
plain the matter and go into details. 
Otherwise, why all the fuss?” 


Hassel’s Increase Space 


CHICAGO, ILL—An unusual, Icne 
term lease has just been made by Aldis 
& Company with O. H. Hassel for Has- 
sel’s Shoe Stores at the Northwest cor- 


| ner of Van Buren and Dearborn Streets. 


This firm has been doing a large shoe 
business on this corner for the past 25 
years and is still growing. The new 


: | lease increases Hassel’s space to ap- 


proximately 15,000 square feet. It 
covers the entire south portion of the 
main floor, also second floor and large 
basement space. The lessor intends to 
fit the entire west half of the main 
floor with furnishings and equipment 


: | for a large women’s shop of the high- 


est type. The opening will take place 
early this spring. 


Felsers Enlarge Store 


BALTIMORE, Mp. (UTPS)—William 
and Henry Felser, trading as Felser 
Bros., plan to enlarge, remodel and im- 
prove their exclusive shoe store at 
1227-1229 West Baltimore street. A 


i | one-story brick addition will be made 


to the store in the rear which is de- 
signed to afford additional’ floor space. 
This store is but one of three exclusive 
shoe stores owned and operated by the 
Felsers under the trade name of Fel- 
ser Bros. ‘he other two stores are 
located 9‘ 1025 South Charles street 
and {)6 Pennsylvania avenue. The 
South Charles street store, which is 
the targest of the trio is the main store, 
the West Baltimore street store is next 
in size. Several popular brands of 
men’s, women’s and children’s foot- 
wear are sold at the three stores. 
Hosiery is also carried. The enlarge- 
ment of the West Baltimore street store 
will enable the Felsers carry a more 
complete line of footwear to meet the 
growing demand of their clientele. 
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ok for foot correc- 
tion without ADJUSTMENT 





Of course, you want to 
cementcustomers to you. 


This can’t be done if they 
don’t find comfort in the 
shoes you sell them. 

















With this Arch Fitter Dr. Scholl’s Cor- 
rective Foot Appliances may be ad- 
justed in amoment for an exact fit or to 
increase the elevation as the condition 
of the foot improves. Repeating this 
service over a course of several weeks 
firmlycements the customer to the store. 


A nominal investment provides a 

sufficient stock of supports and an 

Acch Fitter for their adjustment. 

Write us for complete data on 
foot correction. 


v eak arches are the cause 
of ix0st complaints about 
shoes hurting feet. These 
feet wili not know comfort 
until the weak arches are 
corrected—gradually raised 
back into their normal posi- 
tions—adjusted a little 
higher several times. 


Nothing short of footcorrec- 
tion will enable these feet 
to wear even the best of 
shoes without discomfort. 


And in very few instances 
will the sufferers seek pro- 
fessional services. Instead, 
they'll simply try somewhere 
else for more comfortable 
shoes. Your only means of 
defense against this isto sell 
them foot correction—not 
just temporary relief, but 
complete CORRECTION. 
By the Dr. Scholl method 
this is not alone possible 
but decidedly easy. Highly 
profitable, too. 


THE SCHOLL MEG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 


62 W. 14th St., New York 


112 Adelaide St., East, Toronto 


1-4 Giltspur St., London, E.C. 


Branches in the leading cities of the world 


Dr Scholls 


The 100,000,000 circulation of 
Dr. Scholl’s national advertising 
includes most people in your town. 
We are the world’s largest adver 
tisers in the shoe trade. 








Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 


d 


r 
1 
1 
~ 
J 
b 
it 
h 
p 
i 
it 
y 
F 
a 
Pp 
vi 
§] 
v: 
L 











e it 
her 


tion of 
ertising 
y town. 
adver 





THE SHOE MERCHANTS NEWS, SATURDAY, FEBRUARY 4, 1928 














Shoe Store to Celebrate 
Its 100th Anniversary 


UNIONTOWN, Pa.—It is given to few 
retail establishments to celebrate their 
100th anniversaries, and particularly 
100 years on the same street. Harah’s 
shoe store, under the firm name of. 
John S. Harah’s Sons, this year cele- 
brates its one-hundredth anniversary 
in business on Main street. The firm 
has occupied two business homes, the 
resent since 1859. It is an interest- 
ing co-incidence that the present build- 
ing also was built in 1827, in the same 
year in which Samuel Harah came to 
Fayette county from Westmoreland 
and established a hatter’s business in 
property now a part of Beeson boule- 
vard. The buildings occupied the 
space between the present Pennsyl- 
vania Railroad tracks and the John 
Lynch corner. At that time there was 
only a small alley which later became 
the pretentious boulevard. 

Samuel Harah used a small log 
building already on the property he 
purchased in 1827 for his hatter’s 
shop. In the rear he built a brick 
building where his hats were made. 
In those days the hatter and the shoe- 
maker were important parts of the 
community’s business, just as they are 
today, but they made their own hats 
and shoes instead of merchandising 
them from manufacturers. Fur used 
in the hats made in Mr. Harah’s shop 
was purchased from farmers and trap- 
pers who secured the pelts in the Fay- 
ette county mountains. 

Samuel Harah’s business prospered 
and in 1859 it was purchased by John 
Harah, a son, who on May 7, 1860 pur- 
chased the old Campbell building, dia- 
gonally across Main street, a two story 
structure and at the time one of the 
most modern business houses in the 
county. He broadened the business in 
1861 to include the manufacture of 
shoes as well as hats and in the new 
location John Harah became a leading 
hatter and shoe maker. The manufac- 
turing part of the business was carried 
on in the second floor of the building 
and today there is a mark in the ceiling 
of the first floor showing where the 
_ and stairway led to the second 
oor. 

John Harah paid $2,300.20 in gold 
for the Campbell building, this figure 
including a perpetual insurance policy 
for which a premium of $200 was paid. 
The insurance was for $2,000 so that 
probably the net price paid for the 
building was $2,100. This $2,000 in- 
surance policy is still in force. It is 
known that it has been operative since 
1859 but how many years prior to the 
purchase by John Harah the policy 
was in effect is not known. 

At the time the Campbell building 
was purchased by John Harah there 
was a small alley alongside, between 
what is now the present building and 
the old Masonic building. At the rear 
was a deep well which became very 
much of a community well. During 
the Civil war, troops were mobilized 
on property now occupied by Rosen- 
baum’s and the old well was a welcome 
= much used convenience by the sol 

ers. 

The property for which John Harah 
paid $2,800.20 in 1859, fronts 60 feet 
on Main street and extends 152 feet 
to South street. 

In 1905, upon the death of John 


From Soda to Shoes 


Hot SPRINGS, 
Ark.—H. P. Ro- 
senthal, 
motto is 
of the Hour” (in- 
stead of the day, 
week, month or 
season) has just 
completed the 
most successful 
year in his busi- 
ness history at 
his store on Cen- 
tral Avenue. He 

@. P. Recenthal has been in busi- 
ness for himself since October, 1921, 
having previously been employed by 
Ike Kempner & Bros., also of this city. 

Mr. Rosenthal began work as a soda 
water jerker when he was 17 years old. 
This was in Shreveport, La., where 
people are particular about how their 
soda is jerked. In fact, he jerked to 
such good effect that Jake Katzenstein 
of the Regent Shoe Co. decided that a 
man who could get liquid down the 
throats of human beings as expeditious- 
ly as young Rosenthal, would be equally 
good at getting shoes onto their feet. 

After serving his apprenticeship, 
then, in Shreveport and later in Hot 
Springs, he opened his own store on 
money which he had saved from his 
salary. Even the fact that his stock 
was heavily damaged by fire less than 
two years after he had started, did no 
more than give him a temporary set- 
back. He bought clean stock and 
started with a rush, soon reaching a 
healthy volume by catering to the ex- 
tremely varied clientele which comes to 
Hot Springs from all parts of the coun- 
try. But the important part of this 
story is that no one backed him. He 
financed his own business venture with 
money saved while working for some- 
one else, 








Harah, the firm name was changed to 
John S. Harah’s Sons. 

Thus the business has been continu- 
ously in one family for a century and 
occupied two locations within a stone’s 
throw of each other. Of course, the 
original store and factory of Samuel 
Harah has long since disappeared but 
the present building, by odd coinci- 
dence, was erected in the same year in 
which Samuel Harah established the 
business. There have been numerous 
changes and alterations in the original 
Campbell building but these have been 
of a minor character and basically the 
building is the same as that erected a 
century ago. 





Feinberg Moving 

BEAUMONT, TEx. (UTPS)—The Max 
Feinberg Company of this city will 
have a much larger and more con- 
veniently arranged space for its shoe 
and hosiery display after March 1. 
The company is planning to move into 
its new home at that time. The new 
building is one of the largest used by 
department stores in this city. The 
shoe department will be especially ar- 
ranged for display of wares and for 
conveniences and comfort of customers. 
The idea of the shoe department in the 
new building Mr. Feinberg said, is to 
make shopping a pleasure for the cus- 
tomer and selling a desirable duty for 








the salespeople. 
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Shoe Department Greatly 
Enlarged at Walker’s 


Los ANGELES, CAL. (UTPS)—Greatly 
enlarged in space and in stock carried, 
and moved to the most outstanding po- 
sition in the store, the shoe department 
of Walker’s Department Store had its 
formal opening recently under most 
auspicious circumstances. 

This department was located on the 
5th floor of the store and because it has 
been steadily outgrowing its former 
quarters in every line, it was decided 
to remove it to the lower street floor. 
In its new position, it now occupies 
15,000 square feet of space or nearly 
the whole of the lower street floor. 
This makes it one of the largest shoe 
departments of any department store 
on the Pacific Coast. 

In the past, Walker’s has made the 
sale of the popular priced shoe the bulk 
of its footwear business. To empha- 
size this policy, the formal opening of 
the enlarged department was marked 
with a big $2.00 shoe sale, which lasted 
a week. Ten thousand pairs of women’s, 
men’s and children’s + were adver- 
tised to sell at this price. One of the 
interesting ways of emphasizing this 
price was a $2.00 bill placed in each 
shoe displayed in the window. 

C. J. Carew, merchandising manager 
and buyer for Walker’s shoe depart- 
ment, has worked very hard to bring 
about the success that was responsible 
for this enlarged department. With 
the able assistance of F. Giffin, man- 
ager of the women’s and junior’s de- 
partments, and A. Sutherland, man- 
ager of the men’s, boy’s and children’s 
departments, he expects to do a suc- 
cessful business that will be commen- 
surate with the size of this department. 


Manhattan Stores Moves 


BALTIMORE, Mp. (UTPS)—The Man- 
hattan Shoe Company, has moved into 
its new and larger location at 320 West 
Baltimore street. It now occupies 
more than twice its former space at 
308 West Baltimore street. The new 
store is modern in every respect, in- 
cluding its shelving, chairs, cashier’s 
desk and other fixtures, making it one 
of the most modern exclusive men’s 
shoe shops. The building had been 
completely remodeled in accordance 
with requisite specifications for an ex- 
clusive shoe shop. Isidor Tellum is 
manager of the store. With its popu- 
lar brand of Manhattan shoes the loca- 
tion should enhance the good will and 
materially help in swelling the total 
volume of business done by the store. 





Kempners Open New Store 


LITTLE Rock, ARK.—A women’s $6.00 
novelty shoe store known as “The Rose 
Slipper Shop” is to be opened the lat- 
ter part of this month in Fort Smith, 
Ark., by the Ike Kempner & Bro. Ce. 
This new store will be an improved 
duplicate of their present successful 
store of the same name and character 
in this city. It is the intention of the 
Kempner Co. to open six or more stores 
of this type in Southern cities during 
the coming year. 
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GENOA 

In Stock No. 8-275 - « $5.85 
Visualize soft black suede vamp and 
quarter contrasted with the sheen 
of the steel patent tongue and fac- 
ing. 14-8 suede covered heel. 

In Stock No. H-276 - $6.00 
Honey beige kid vamp and quarter. 
Barretts tawney beige cloissone tongue 
and apron. 14-8 wood covered heel. 


(Full kid lined cafout vamp) 


In Stock No. G-301 . « $6.25 
All shell gray kid with 14-8 covered 
wood heel. 

In Stock No. W-302 . . $6.25 
All white kid with 14-8 wood cov- 
ered heel. 

In Stock No. C-303 - 86.25 
All Pongee Kid (Parchment). 14-8 
wood covered heel. 


CAROM 
(Same as above except 5 cutouts) 
In Stock No. B-207 - $6.00 
All sorrel brown kid, “with 14-8 
wood covered heel. 
In Stock No. K-20 $5.25 
All black kid with ve 8 leather heel, 


In Stock No, P-25% 
All ‘patent leather with celluloid heel. 


In Stock No. B-20 $5.75 
All madrid brown nia “with 14-8 
wood covered heel. 

In Stock No. K-203 $5. 
All black kid. with 14-8 leather heel. 

In Stock No. P-251 
All tent leather, with 148 cellu- 
loid heel. 





GLOVE 

In Steck No. K-217 . . $5.15 
Black glazed kid vamp and quarter. 
Matt gout vamp yoke. 12-8 leather 
heel with rubber top lift. 

In Stock No. B-211 . . 85.75 

». Sorrel kid vamp and quarter. Autumn 
brown kid vamp yoke. 12-8 leather 
heel- with rubber top lift. 


IN STOCK 
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“The most desired leathers” 
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The Improved Foot-Friend Arch Construction 
Specifications and Patents of Dr. John M. Hiss, B.Sec., D.O., 


made under 


Copyright 1928 








In Stock No. 


Stroller 


WALKER 


T-259 * 
tan calf vamp and quarter. 


$5.15 


Tongue and inlay of blending casino 
calf. 12-8 leather heel. 


VIOL 
(Elastic adjustment) 


In Stock No. M-221 . . $5.35 


All mat 
with bea 


In Stock No. P-222 
All patent leather. 


buckle 
celluloid 


kid. New covered buckle 
ded center. 14-8 covered heel. 
New cov 
with beaded center. 

heel. - 





SUB 
In Stock No. P-254 
oe patent leather. 


eel. 
In Stock No. K-204 . . 85.15 
All black glazed kid. 14-8 wi 
covered heel, 
8-274 $:).29 


ee | 5.15 
14-8 cellul id 


In Stock No. 
All black suede light and airy 
strap. 14-8 suede covered heel. 


CLOVER 

In Stock No. B-283.. 85 
Auburn brown calfskin with dar 
blending shade of Schmidt's ck 
tis calfskin tongue and underla 
14-8 leather heel. 

Im Stock No. K-213. . 
Binck kil vamp and quarter 
patent leather tongue and _ in! 
14-8 leather heel. 


In Stock No. P-252 . . 85.50 
Patent leather vamp and quart: 
Black suede cutout straps. 14-8 
heel 


In Stock No. K-202 . . 85.50 
Fel black kid. 14-8 covered w: 
heel. 


LaPORTE 

In Stock No. T-261 ee 
Marsala kid vamp and quarter. 
retts marron baby boa tongue 
inlay. 14-8 wood covered heel. 

In Stock No. P-257 .. # 
Patent leather vamp and quar 
Black suede tongue and inlay. 
celluloid heel. 

In Stock No. B-209 x 
Medium brown kid vamp, quarter 
tongue. Suede underlays to ma 
14-8 leather heel. 

In Stock No. K-215  . ba 
Biack kid vamp, quarter and “ton: 
— suede underlays. 14-8 lea: 

eel, 


The LAMPE & ADLER COMPANY, Columbus, Oh: 
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Suedes to Be Followed 
by Colored Kid Shoes 


CLEVELAND, OHIO (UTPS)—Suedes 
will be popular throughout January 
and February to be followed by lighter 
colored kids, according to predictions 
of E. A. Clark, buyer of the Stones 
shoe stores. Mr. Clark believes that 
merchants can make colors successful 
this year because they haven’t been 
displayed as early as usual, Step-in 
effects are slightly favored. ; 

Kid skins in various shades of beige 
are anticipated for Spring sales by M. 
Bender, manager of The Lindner Co. 
shoe department. Suede quarters will 
be featured first at Lindner’s, he says. 

A. C. LaRose, buyer at Chisholm’s 
shoe store, 1140 Euclid Avenue, looks 
for honey beige and shell gray to be 
among the ranking favorites for 
Spring. Combination kid and suede will 
be good early sellers. Lasts, he be- 
lieves, will remain about the same. 

Spring looks promising according to 
H. . Hoskins, buyer of the ladies shoe 
department at the Halle Bros. Co. 
store. With an early season the usual 
light colors will go well, he says, but 
with a late Spring the sport types 
should be popular. The tendency is 
toward slightly lower heels. 

Harry W. Bowers, manager of the 
Queen Quality Boot Shop, has just re- 
ceived an order of washable silk kids 
in pumps, straps, and ties, and which 
he believes will revolutionize the future 
call. Honey beige, __ gray, and gun 
metal, are included in the colors fea- 
tured. Mr. Bowers looks for the lighter 
colors in this line to be exceltent num- 
bers for the Spring. Combinations with 
light shades of alligator will also rank 
high in popularity. Cuban, Baby 
Louis, and spike heels, of varying 
height, are included in the new offer- 
ing. 

W. H. Magee, buyer of ladies shoes 
at the Wm. Taylor Son & Co. store, 
looks for black to be the big seller 
during February and March. Brown, 
he believes, will be a good semi-staple 
item but predictions point to some style 
play here. Honey beige, he thinks, 
should rank about third in colors. 
Combination suede and kid in tan or 
beige are anticipated for the month of 
February while satin, according to Mr. 
Magee, appears to be coming back. 
He looks for the real light colors to 
come out strongest after April or when 
the white season is about to be intro- 
duced. Front strap effects should find 
a good play. 


Damage by Fire 


Rochester, N. Y. (UTPS)—Fire 
and water combined to cause damage 
estimated at many thousands of dollars 
to shoe and leather stocks in two stores 
here last week. 

Bursting of a water pipe unleashed 

tons of water in a building adjoining 
the shoe store of William Eastwood 
and Son Company, 176 Main Street 
east, the water finding its way into the 
Eastwood store and soaking a large 
stock of expensive shoes. 
_ A $250,000 fire swept two buildings 
in South Avenue, one of which was 
occupied by Charles H. Weniger, 
leather dealer. Mr. Weniger estimated 
the loss to his stock at $40,000. 
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H. A. Reisch Promoted 


‘RocHEsTeR, N. Y. (UTPS)—The 
staff of the I. Miller Company’s store 
here entertained Henry A. Reisch, re- 
tiring manager of the store at a dinner 
at the Sagamore Hotel and presented 
him with a wrist watch. 

Mr. Reisch has been appointed gen- 
eral manager of the I. Miller Stores, 
Inc., Detroit, Mich. He was first as- 
sistant of the Rochester store at its 
opening in 1924, later being transferred 
to the Buffalo district. Since his re- 
turn to Rochester a year ago he has 
been in charge of the store here. 

Philip M. Herman, a member of the 
store staff, was succeeded -by Mr. 
Reisch as manager of the store here. 


Marott Advances 
Old Employees 


INDIANAPOLIS, IND. (UTPS)—Virgil 
Gabauer who has been employed as a 
salesman in the men’s section of the 
Marott Shoe store has been made man- 
ager of the basement subway, a section 
of the Marott store where the cheaper 
line of merchandise is sold. 

S. D. Kingsbury formerly in charge 
of the subway and an employee of 35 
years of faithful services has been made 
manager of the rental department of 
the Marott Hotel. The new position 
has been awarded Mr. Kingsbury for 
his 35 years of efficient and faithful 
services by Mr. George Marott head 
of the company, and owner of the Mar- 
ott Hotel.one of the finest Apartment 
Hotels in the country. 


New Indianapolis Store 


INDIANAPOLIS, IND. (UTPS)—The 
Nisely Shoe Company of Columbus, 
Ohio, has leased the storeroom at 44 
North Pennsylvania Street, and will 
open with a line of ladies’ and misses’ 
footwear as soon as the necessary im- 
provements can be made. The com- 
pany will feature a $5 ladies footwear 
only. The first floor storeroom is 30 x 
100 under which there is a finished 
basement, which was formerly occupied 
by the Wilson-Stewart Music Company, 
from whom the lease was purchased. 
Including the new store there will be 
19 shoe stores within two city blocks, 
from Meridian Street east on Washing- 
ton Street to Pennsylvania Street, and 
north to Market Street. 


Allen to Expand Chain 


LoRAIN, OH1I0 (UTPS)— The name 
of the Allen Bros. Co., of Lorain, Ohio, 
has been changed to the A.B.C. Chain 
Stores, Inc., and the capital has been 
increased from $50,000 to $300,000 for 
the purpose of expanding the business 
into a shoe retail chain to operate in 
the Middle West. The offices of the 
company have moved from Lorain to 
Columbus. 


Lieberman Sells Out 


JACKSON, MicH.—Samuel Lieberman 
announces the sale of his interest in 
the Jays Shoe Company of this city 
and Lansing to Mr. Lubell, his partner, 
who will continue the business. 
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Northwestern Assn. 
Plans Reorganization 


MINNEAPOLIS, MINN. (UTPS)—A 
plan for reorganization of the North- 
western Shoe Retailers’ Association 
which will increase its territory and 
more than double its membership and 
efficiency has indorsement of the 
directors association. Northwestern 
men who attended the National in 
Chicago are enthusiastic over the plan 
which was suggested at the time of 
that meeting. 

The association now has some 350 
members and an increase to 800 or 900 
might be expected. Its area is now in- 
clusive of Minnesota, the Dakotas, 
Montana and northern Wisconsin. The 
enlarged plan will add all of Wiscon- 
sin, Iowa, and Wyoming. The North- 
western association is ready to go the 
limit in the plan and Secretary H. S. 
McIntyre says those indorsing the 
move believe it would be an improve- 
ment in every way. Neither Montana 
nor Wyoming now has state associa- 
tions. 


Broadcasts Sale 


MiamI, Fira. (UTPS)—Every sixty 
to ninety days in the shoe department 
at Burdin’s, Miami’s leading depart- 
ment store, a selling event is featured. 
At this time through a special pur-, 
chase and by filling in with stock goods, : 
a very fine assortment of shoes is 
offered at below the regular store price, 
which is $10.00 and up. To specially 
advertise the event the shoe depart- 
ment went on the air for fifteen min- 
utes and broadcasted the event. The 
store fashionist gave the story of shoes, 
from the very earliest models down to 
the present time. This story was told 
in about ten minutes. Then for five 
minutes the “event” was spoken of.: 
This unique advertising resulted in a 
quick unloading of the stock. 


Royal Changes Name 


Detroit, Mico. (UTPS)—The Royal 
Shoe Co., 227 West Grand River Ave- 
nue, has changed the name of its 
store to that of Charles J. Rapp, Incor- 
porated. The business is not affected 
in any way, the reason for the change 
being that the old name was no longer : 
expressive of the store’s service. 

At the present time, the store han- 
dles the Arch Preserver shoe. : 


Sheeley Buys Gann Store 


Luppock, Tex. (UTPS)—W. OO. 
Sheeley, pioneer merchant of this sec- 
tion, has purchased the shoe store of : 
the Gann Shoe company at 911 Broad- 
way. He announces he will carry a 
complete line of men’s and boy’s shoes. 
Ben Gann, former owner of the store. 
is returning to Atlanta where he will 
enter business. 


Smolen With Bloomingdale 


NEw YorK, N. Y.—Samuel M. 
Smolen, for seven and a half years 
buyer with Stern & Tannenbaum, has 
been appointed buyer of women’s, 
men’s and children’s shoes at Bloom- 
ingdale Brothers, department store. 
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Merchants Shoe Co. 


offers the 
Latest 


Jeanne Mule Pump 
In-Stock 


8 ways 


Black Patent (with ornament, as illustrated) 
Spike Heels—AA-C 
Black Satin (Rhinestone ornament) 
Spike Heels—AA-C 
Black Patent Vamp, Brown Tweed 
Leather Quarter (without ornament) 
Spike Heels—AA-C 
Brown Flower Satin (without ornament) 
Spike Heels—B wide only 

$4.25 
Black Patent (without ornament) 
Spike Heels—AA-C 


Same, on square toe, 
Cuban Heels—AA-C 
Black Rib Satin (without ornament) 
Spike Heels—AA-C 
$4.00 


Silver Kid (without ornament) 
Spike Heels—AA-C 


February 4, 1993 
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DI PRERENTLY JAR. ae 





A skived leather shankpiece rein. 

forced with spring steel affords 

ideal arch protection. Double 

lasting, double thick insole and 
hand pegging give permanence to the shape and comfort 
of the Copeg-Arch Shoe for Men. 


No. 29—Black Calf Copeg-Ardh 
Bal Oxford—Knox lasi—si: le sole 
—tubber heel. In stock- 12; 
; © 678i: D, 6/AL 

$5.7 











“How Shoes Are Made” 


Edition All Sold 


This little booklet describing the various processes 
by which shoes are made has proven so popular 
that the edition is exhausted and we do not plan 
at present to print a new edition. Still on hand, 
however, are a number of copies of the 


“Shoe and Leather 


Lexicon”’ 


an authoritative dictionary of terms used in the 
shoe and leather trade. The price of the lexicon 


50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 
207 South St. Boston, Mass. 
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oor the popularity of the smart Goodyear Welt tie. Women 

prefer these trim street shoes, because they go equally well 
‘a with afternoon frock or out-door wrap. Finished with Diamond 
con Brand Viszble Fast Color Eyelets. When the laces are drawn up, the 
uppers snug down comfortably and smoothly to the instep. 


Look for the “Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY 


205 LINCOLN STREET, BOSTON, MAss. 
Manufaurers of 


_| DIAMOND BRAND Visible FAST COLOR EYELETS 








74 


BOOT AND SHOE RECORDER 


February 4, 199 





WHERE TO BUY 
Men’s Shoes 


<\ 
BOSTONIANS 
SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co.. 
WHITMAN, MASS. 








Carried Steck 


at 
11 Seuth Street 
Beste 


ve 




















SHOES and RUBBERS 


Every Wednesday and Friday 











Tus 








ns 


ror MEN 
M. A. PACKARD CO., Makers (P) 
BROCKTON —____. 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 
HB. W. COOK, Presiden: 


Syracuse, N. Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Manufacturers of 
MEN’S FINE 
SHOES 

















Bicharde & Brennan Co., Randelph, Mass. 
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Peace Pact 
Is Concluded 
in Haverhill 


Employees Return to Work 
January 30—1927 Wage 


Scale Continues to Prevail 


HAVERHILL, Mass.—Haverhill fac- 
tories are busy again, cutting spring 
footwear. Following a strike because 
of the inability of manufacturers and 
workers to agree on the 1928 wage 
scale, differences have been adjusted 
and work has been resumed on the 
basis of the 1927 scale. 

Under the terms of the agreement, 
the Haverhill Shoe Manufacturers’ As- 
sociation and the Shoe Workers’ Pre- 
tective Union will each appoint three 
members to serve on a committee 
formed to amend the peace pact and 
to investigate conditions generally 
throughout the Haverhill district. 
Wages deducted while the workers were 
om’ strike are to be returned. 

“The season, according to all reports, 
is opening to the general satisfaction 
of local shoe men, styles being good 


_and more stable than in several sea- 


sons. and strong markets giving a 
tendency to cause early buying and 
consequently not jeopardizing deliveries 
as in past years. 

The new kid leathers, with liberal 
show of patent and suede since the 
opening of the year, have become ac- 
cepted spring materials and a good 
run on these is promised. One-straps, 
ties, sandal pumps, and occasional ox- 
fords, make up lines from local fac- 
tories. 


New Thompson Directors 


BrocKTON, Mass.—lIn - appreciation 
of years of faithful service, Donald 
Atwood and Harry T. Baldwin, both 
of this city, have been elected to the 
board of directors of the Thompson 
Bros. Shoe Co. 

For the past 12 years Mr. Atwood 
has been cost manager. He is past 
master of Bablis Sanford Lodge, A. F. 
& A. M., and has been active in civic 
affairs. Mr. Baldwin has been with the 
company for about 12 years, serving as 
a salesman, and covering the Middle 
Western States. He also is a member 
of Bablis Sanford Lodge. 

Other members of the board, who 
were reelected, are: Howard W. Fitz, 
president; Herbert M. Fillebrown, vice- 
president; Laurie S. MacDonald, gen- 
eral manager; Joseph E. Small, clerk 
and assistant treasurer; Joseph L. 
Schlesinger, salesman, covers 
Southern States. 


who 


| Three New Directors Are 
Elected by W. L. Douglas 


Financial Statement for Yex 
Shows Company in Strong 
Position 


BrockTon, Mass.—The annual meet. 
ing of the stockholders and director; 
of the W. L. Douglas Shoe Co. was 
held at the office of the company, jn 
Brockton, Jan. 26, when the report for 
1927 was presented by the president, 
Herbert L. Tinkham. 

The following directors were elected: 
Herbert L. Tinkham, Charles )D, 
Nevins, Burton J. Torrey, Ernest §, 
Rogers, Herbert T. Drake, Frank YW, 
Sears and Clarence C. Reed. The last 
three named being new directors. 

The following officers were elected: 
Herbert L. Tinkham, president; 
Charles D. Nevins, vice-president and 
treasurer; Burton J. Torrey, clerk, and 
Warren A. Weeks, assistant treasurer, 

President Tinkham, in his report, 
said: 

“The year 1927 was a good business 
year for the country as a whole. It 
was also a good year for the W. L. 
Douglas Shoe Co. Sales showed a 
healthy increase, both with our retail 
dealers throughout the country and in 
the stores owned and operated by us 
in the larger cities throughout the 
United States. 

“I am very optimistic relative to our 
business, especially for the first half 
of 1928. On account of our strong 
financial position we were able, early 
in 1927, to make large purchases of 
enough fine leather at the then pre 
vailing prices to make the shoes we 
are offering the next six months. Hav- 
ing done this, we are in a position to 
sell our shoes at our usual popular 
prices, and thereby pass these savings 
along to the wearers of the W. L. 
Douglas shoes. 

“We now have on hand ahead for our 
workmen to make orders for over half 
a million pairs of shoes, which will in- 
sure running our factories full time for 
the coming season.” 

The treasurer’s report showed at 
the close of the year ending Dec. 31, 
1927, after payment of the common 
and preferred dividends, a cash bal- 
ance of over $1,000,000, or more than 
$9 for every dollar of current obliga- 
tions. The company owes nothing for 
notes or borrowed money and its at- 
counts payable; that is, what it owes 
for merchandise and materials pur- 
chased, is only $48,000. Current assets 
consisting of cash, accounts receivable 
and merchandise only, as of Dec. 31, 
1927, totaled $3,821,570, with current 
liabilities of only $107,000, a ratio of 
35.7 to one. 

. For the past 25 years the preferred 
stock has earned and paid regular 
dividends at the rate of 7 per cent. 
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Blacks Showing Up More 
Strongly Than Expected 





Light Colors for Eezster, Blacks 
Later, Say Lynn Stylists 


Lynn, Mass.—The fight over prices 
continues sharp, especially in popular 
rice lines, such as make up 70 per cent 
or more of Lynn’s production. Makers 
of fine lines readily obtain advances 
according to rising costs. Sole leather 
js up 20 cents a pound, and upper 
jeather up ten cents a foot or more. 
Production costs, including labor and 
overhead, are lower on popular priced 
lines. Buyers of low price shoes re- 
sist increasing prices, even to the ex- 
tent of having something taken out of 
the shoe. They declare that volume 
of business must be maintained, in 
order to show a profit to both producer 
and distributor. Production of women’s 
shoes increased 6 per cent for last year 
over the year before, according to the 
U. S. census reports. This rate of 

in should be maintained in 1928, if it 
possibly can, they argue. 

Blacks are showing up more strongly 
than was expected. Harney Shoe Co. 
reported a production up to 80 per cent 
blacks last week. It is quite possible 
that many of the black shoes are 
wanted to fill in depleted stocks and 
for immediate sale. Colors, of the chart 
as well as of the new high hues, are 
due for Easter. Nearby tanners are 
making much gray leather, on suede 
and grain finishes. So it looks as if 
this old favorite would play a return 
engagement for the early spring. A 
run on white shoes will come later, ac- 
cording to present signs, and blacks 
will reappear in August, in patent and 
glazed kid and suede leathers. 

A predominating idea is to take a 
solid color, like patent, beige, gray, 
jade, or white and use it for vamps 
and quarters, and to touch up the 
shoe with a well chosen color trim. 
In the more elaborate lines, one finds 
astonishing color contrast, such as is 
had by the use of flamingo, Castilian 
red, apple green, blueberry, even pinks, 
oranges and so on. Such is the demand 
for duster finished leathers that one 
firm is now operating 50 air guns for 
spraying finish on its leathers. 

Longer toes are coming on lasts, if 
there is anything in the report that 
skirts are to be longer. Heels are up 
to 20/8 for the present, and in a few 
instances higher. A run on sport types 
will bring lower heels, possibly some 
of leather. Heels drop from 20/8 down 
to 14/8 avoiding the 16/8 type, once 
popular and now neglected. New pat- 
terns emphasize plain pumps of bril- 
liant materials, such as Collella & 
Leighton are making; sandals and 
open shank pumps, such as W. F.. Hoo- 
ley is making; dressy sport shoes, like 
those from the Watson shop, and 
novelty pumps, step-ins and ties, such 
as the Mitchel, Welch Co. is featuring. 

Bond Shoe Co. was up to 4590 pairs 
a day last week, a new high peak. It 
is working up toward 5000 pairs a day 
—all big city styles. 

Turn shoes are gaining. Union 
agents report three times as many turn 
workmen in the shops of Lynn as two 
years ago. A welting firm reports a 
new high record for the sale of welt- 
ing in the Lynn district. The gain is 





































































largely on sales to makers of health 
shoes, like those from the Bender fac- 
tory. A Fisher & Son has a record 
business on comfort shoes, for both 
men and women. Evans, of Wakefield, 
reports a business in boots up to a 
new peak, and predicts a return of 
street style boots next fall, and some 
sale of boots for motor wearing dur- 
ing the spring and summer. 


Miller Added to 
Craddock Directorate 


RICHMOND, Va.—The annual meeting 
of the stockholders of the Craddock- 
Terry Company, shoe manufacturers, 
held at the general offices at Lynch- 
burg, resulted in the re-election of the 
old directors, with the addition of H. C. 
Miller, of Lynchburg. Directors later 
re-elected all old officers. 

The report of Charles G. Craddock, 
president, to the stockholders showed 
the liabilities were less by $3,000,000 
than a year ago and inventories about 
$2,400,000 less. The report showed 
that resumption of dividend payments 
no common stock is expected to result 
from the business of the first quarter 
of this year. 





Silver-Brown Co. Formed 


Boston, Mass.—There was organized 
last week the Silver Brown Company, 
to manufacture, import and export 
shoe findings and upper leather. The 
production includes suede leather non- 
slips, heel cushions, both rubber and 
felt; sheepskin sock linings; leather 
insoles; cork gum insoles and all other 
items made of cork, leather or felt 
combinations. 

They also handle patching leather, 
upper leather, bark woolskins, white 
woolskins, sheepskins, kid and calf- 
skins. 

Myer S. Silver is president and 
treasurer; George J. Brown, vice-presi- 
dent and sales manager, and Louis A 
Silver, secretary. All three were for- 
merly executives in the Silverite Com- 


pany. 


George Canfield Dead 


MINNEAPOLIS, MINN. (UTPS)— 
George E. Canfield, 68, traveling audi- 
tor for the Grimsrud Shoe Co., Min- 
neapolis, was found dead from paraly- 
sis in his room at the Hotel Russel. 
He was member of the N. W. Shoe 
Travelers Club and had been connected 
with the business 40 years. His near- 
est relative was a brother, J. C. Can- 
field of Kansas City. Cremation in 
Lakewood cemetery chapel followed 
funeral services. Mr. Canfield had a 
paralytic stroke a year ago while in 
California and had not entirely re- 
covered. 


Louis Friedheim Sails 


New York, N. Y.—Louis Friedheim, 
President of F. Hecht & Company, 
Inc., leather merchants of New York 
City, sailed for Paris on the Aquitania, 
Friday midnight, January 28. 

Mr. Friedheim will spend six months 
touring the leather centers of Europe, 
searching for the type of novelty 
leathers that is the special field of the 
Hecht organization. 
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Men’s Shoes 
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50 STYLES IN STOCK 
Ready for Delivery on the Dot 














EMERSON SHOE MFG. CO. 
Rockland, Mass. 











BIon F-REYNOLDsS Coom 


BROCKTON, MASS. . 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They'se Cot te Be Steteons 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 














Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN ROBINSON 


NorTHAMPTON, ENG. 
Representative: 
F. D. Connor, Manchester, N. H. 














WHERE TO BUY 
Shoe Buckles 





y«<«+—VEITH—_—~- VV 

= CUT STEEL— E 
IMITATION STEEL 

] BEADED | 


SHOE BUCKLES 
T a. & H. VEITH, INC) = 6O6TF 


a4 9-11 East Sth, New York H 


SPHHEEESISE PESOS EOE ES HEHHES 
CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 
MAISON MANN, INC. 
formerly 
BAUER & MANN 
3 West 209th St., New York 





Trirari & De ALTERS 


Importers and Manufacturers 
wd BEADED 


CUT STBEL 
RHINDSTONE 


SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 
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- tettans tia, Jaabeltiammininaial | American Merchant Is a 


Gambler, Says Englishman 


WHERE TO BUY 


Shoe Price Ticket Holders 


os os) 





POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 
Small, neat, everlasting. Now used by 
first — shoe stores. Gross $5. 


satisfactory. 
M. D. POLLINGER CO. 
416 Victoria Bidg., St. Louis, Mo. 











WHERE TO BUY 


Men’s & Women’s 
Slippers 





House Slippers 
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; rubber_ heel; 
and lefts: 3 to 9 














PARISTYLE FOOTWEAR MFG. CO., INC. 
40-46 West 25th St., New York City 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy 

$27.00 per doz. and up. 


sent 08 
cee 








Arnold Levy Says His Countrymen 
Adopt New Products Much 
More Slowly 


New YorRK CitTy.—“The American 
business man eats better than his En- 
glish cousin, but I have a teeiing that 
the Englishman sleeps more soundly.” 

This is the conclusion of Mr. Arnold 
Levy, managing director of the l. 1. ». 
Rubper Company, Ltd, of England, 
who has just concluded a tour of this 
country, studying the economic condi- 
tions which prevail here, and trying to 
find the connection between that condi- 
tion and the rather hectic manner in 
which business generaily is conducted 
on this side of the water. 

“In other words,” says Mr. Levy, 
“while the English do not take so kindiy 
nor so rapidly to that which is new, 
neither do they get so worked up over 
their businesses that they cannot rest 
and relax when the proper time comes. 

“The British merchant,” continued 
Mr. Levy, “is different from the Amer- 
ican, in so far as ‘taking a chance’ with 
a new product is concerned. The Amer- 
ican will at once place an order for a 
new product if it looks at all good. If 
it sells, reorders follow; if not, it is 
‘jobbed off.’ 

“With the Britisher it is quite dif- 
ferent. No matter how good and how 
cheap the product is, he must be sat- 
isfied that it is there to stay, for he has 
no room for jobbing goods. 

“The difference is this: In America 
one can place a new product on the 
market, so to speak, over night, but 
with something newer and different 
continually coming out, it is also for- 
gotten over night; whereas, in Britain 
it takes years of hard work to get it 
established, but once it is established, 
it is there to stay. It must, however, 
be a product of quality. 

“British manufacturers can compete 
with Americans in normal circum- 
stances, i.e., if the American manufac- 
turer would sell his goods in England 
at home market prices, but the Ameri- 
can invariably over-produces, for he 
finds it necessary to keep his plant go- 
ing regardless of whether or not he has 
a market for his product at home; and 
when he finds himself with an over- 
production, a market has to be found 
for it irrespective of the price it will 
bring—and England seems to be a con- 
venient dumping-ground. 

“The American manufacturer will 
have only himself to blame if very 
shortly he finds his English market 
closed against him by high tariff walls, 
for you can hardly complain when the 
government tries to protect its manu- 
facturers, since the English manufac- 
turers are excluded from America by 
very high tariffs.” 


Incorporate Old Firm 


PHILADELPHIA, Pa.—Laing, Harrar 
& Chamberlin, shoe findings, have in- 
corporated their business under the 
name of Laing, Harrar & Cham- 
berlin, Inc., to take over all the 
assets and assume all the liabilities of 
hn any firm of Laing, Harrar, & Cham- 

rlin. 








This will in nowise change the bus. 
ness policy nor affect assets, but iy — 
simply done for the obvious advantage 
inherent in such a form of association 
and particularly for the purpose of 
enabling some of the concern’s old and 
trusted emplovees to secure a definite 
and permanent interest in the bugj- 
ness, 


Speeding Production of 
Rubber Heels and Soles 


CoLtumBus, OHIOo (UTPS)—The hee 
and sole department of the Lancaster 
Tire & Rubber Co., operating a large 
factory for the manufacture of rubber 
soles and heels as well as rubber strips 
for shoe manufacturing at Lancaster, 
Ohio, is expanding gradually, accord. 
ing to W. W. Hunt, manager of the de. 
partment. The general offices of the 
company are located in Columbus. The 
equipment in the department has been 
increased to a point where the output 
is 70,000 heels and 1500 soles daily, 
According to Mr. Hunt the outlook is 
good and business was extraordinarily 
good during the month of December 
which is usually a quiet month. 


A Reptile Dinner 


New York, N. Y.—George Chapelle 
of the Alpina reptile leather company 
and Andre Perugia, noted shoe de- 
signer, were guests of honor at a din- 
ner given at the Hotel Brevoort, Fri- 
day night, January 27, by R. L. Dit- 
mars, curator of the New York Zoolo- 
gical Gardens. Mr. Ditmars’ speech 
of welcome and the reply by M. Peru- 
gia were broadcast over station WOR. 
A rattlesnake also broadcast his rattle. 
In their talks Mr. Ditmars and Mr. 
Perugia elaborated on the fact that 
reptile skins, commercially have be- 
come a staple. 

Among those present at the dinner 
were, Headkeeper Toomey, of the 
Bronx Zoo; Jan Telenga; William F. 
Beazell, managing editor of the New 
York World; Miss Charlotte Thomas, 
editor of Vogue; Matthew Beecher, 
fashion artist; Louis  Friedheim; 
Frank Hecht; John J. Holden; A. W. 
Davis, assistant editor of New York 
Central Magazine; Shelley Pierce, 
night editor of Associated Press; Count 
Luciano Callaini, Florence, Italy; 
George W. Ullman; Arthur Hirshon, 
and Edward Herbert. 


Chas. P. Sumner Dead 


HAVERHILL, Mass.—Charles P. Sun- 
ner, retired counter manufacturer, for 
many years identified with the local 
shoe and allied industries, died at his 
home here, Jan. 19, following a short 
illness. He was 67 years of age. He 
first engaged in business with his 
father, James S. Sumner, later enter- 
ing into partnership with his brother, 
Arthur B. Sumner, under the firm 
name Sumner Bros. Factories were 
operated here and in Lynn. The Sum- 
ner Counter Co., managed and operated 
by Mr. Sumner, was the last manu- 
facturing enterprise -in which he was 
actively associated. He was very 
prominent in social and fraternal! cir- 
cles. : 








a 






the busi. 


S, but is i 


Hvantages 
SOCiation, 
irpose of 
S old and 
a definite 
the busi. 


of 
| Soles 


The hee} 
s<aAN Caster 
a large 
f rubber 
er strips 
ancaster, 
accord. 
f the de- 
3 of the 
jus. The 
1as been 
> output 
Ss daily, 
itlook is 
dinarily 
ecember 


vhapelle 
ompany 
10e de- 
; a din- 
rt, Fri- 
L. Dit- 
: Zoolo- 
speech 
. Peru- 
WOR. 
rattle. 
rd Mr. 
t that 
ve be- 


dinner 
f the 
am F, 
2 New 
homas, 
2echer, 
lheim; 
A. W 


York 
Pierce, 
Count 
Italy; 
rshon, 







Y 4, 199 


——— 








February 4, 1928 


BOOT AND SHOE RECORDER 








= 


Dr. Gartner to Broadcast 


New York, N. Y.—Dr. H. A. Gart- 
ner, foot specialist, will broadcast an- 
other of his lectures under the auspices 
of the New York Board of Education 
from Station WNYC. at 8:30 P. M., 
February 21. The subject of this lec- 
ture will be “Foot Follies.” Dr. Gart- 
ner -will stress the desirability, from 
a health standpoint, of changing shoes 


frequently. 


For the 160 Pound 
And Up Class 


LyNN, Mass.—Shoes to fit the 
weight as well as the size—this is the 
idea on which the Bender Shoe Co. is 
specializing. It produces shoes for 
women of 160 pounds weight, or more, 
and in sizes up to No. 11, EEE. These 
shoes are distributed, as “Adapto” 
shoes, by Lane & Bryant, of New York. 
Insoles of these shoes are as thick as 
outsoles of ordinary shoes. Upper 
stock is plump. Heels are of leather, 
strongly built. Shanks are custom 
made. A shoemaker, working by hand, 
fits them all to the shoe, with the per- 
fection of watch making, or like fine 
trade. 

“Twenty per cent of the women of 
the country are plump, weighing 160 
pounds or more” says M. F. Costigan, 
of the Bender Co. “Women may diet 
to reduce. But time and the course of 
nature brings the weight of mature 
years, and then health shoes are needed 
to preserve the elastic step of youth. 
We aim our shoes to conserve life.” 





Miller-Lerch Election 


CoLumBus, OHIO (UTPS)—At the 
annual stockholders meeting of the 
Miller-Lerch Shoe Co., operating a 
large factory for the manufacture of 
men’s shoes, operated as a subsidiary 
by the H. C. Godman Co., F. A. Miller 
was elected president; E. E. Lerch, 
first vice-president; F. J. Kaufman, 
second vice-president; J. Elmer Jones, 
secretary and sales manager and C. L. 
Ims, treasurer. J. E. Lerch is general 
manager; William Brooks is assistant 
general manager and C. W. Swinney is 
superintendent. 

This company had a good year dur- 
ing 1927 and according to the officers 
prospects for 1928 are very bright. 





Stoughton Has New 
Company 


STOUGHTON, Mass.—Through the ef- 
forts of John J. Rogers, a new shoe 
frm has been induced to move to 
Stoughton. It is the MacLaughlin 
Bros. Shoe Co., which has been located 
in Holbrook. The concern will locate 
in the large factory of the Perfection 
Cooler Co. on Summer Street. The 
company intends to increase its pro- 
duction of children’s shoes about 50 
per cent as soon as the new plant is in 
operation. The company moved out of 
Holbrook . because larger quarters, 
which were needed, were not available. 
Mr. Rogers also is ‘negotiating. with 
still another concern to ‘move to 
Stoughton. 





Cincinnati Factories 
Making Heavy Shipments 


Julian & Kokenge Executive Ad- 
vises Immediate Mark-up at 
Retail 


CINCINNATI, OHIO.—Shipments from 
local shoe factories have been very 
heavy since Jan. 15, and a majority 
of the factories in this section are run- 
ning at capacity. Early bookings were 
very satisfactory and present orders 
being sent in by road salesmen for im- 
mediate delivery are serving to keep 
production high. The price question is 
the chief topic of the day and manu- 
facturers think a 50 cent raise per 
pair will be the minimum. White kid 
is expected to be very strong for late 
spring and lots of orders are coming 
in on this material for April delivery. 

Herbert Lape, president of the 


Julian & Kokenge Co., in commenting | 
on the spring shoe situation, made the | 


following statement: 

“Leather prices will constantly rise 
for a year and shoe prices will ad- 
vance correspondingly. This applies to 
all grades of footwear and will affect 
everyone connected with the shoe, 
leather and allied trades. The shoe 
merchant who thinks this rise does not 
mean anything and tries to keep his 
prices down instead of advancing with 
the wholesale market will find that he 
is no better off at the beginning of 1929 
than he was at the beginning of 1927 
or 1928. He should mark up before he 
is forced to. It has never been as 
easy in the history of the shoe indus- 
try to sell good shoes as it is right 
now. Our factories are running at 
capacity and we are sold up to April 1. 
We are selling some black patent and 
lots of colored kids for early delivery, 
brown kid being very popular. A large 
percentage of orders on hand for April 
delivery are for white kids. and black 
patent is also taking well with the 
trade for delivery at that time.” 

Brown kid and black patent dominate 
in the South. according to Mr. Porter 
of the Cincinnati Shoe Co., although 
they expect honev beige to be favorably 
received by the Southern trade for late 
spring delivery. 


To Sell Keith Shoes Abroad 


Brocton, Mass.—The foreign de- 
partment of the Geo. E. Keith Co. has 
signed two new agencies in Australia. 
Walter Williams will take care of the 
company’s product in Melbourne, and 
he will also cover Victoria. South Au- 
stralia. West Australia and Tasmania. 
J. Connell & Co. will look after the 
company’s interests in New South 
Wales and Queensland. 





Creighton Sails 


Lynn. Mass.—Albert M. Creighton, 
Lynn shoe manufacturer, sailed last 
week for northern Africa. Two years 
ago, he penetrated the African jungle, 
in company with Mrs. Creighton, and 
a group of friends. They brought 
back a lion cub, a pet while small, but 
now grown up to huve size, and at 
present an inhabitant of a cage in the 
Franklin park zoo in Boston. 








WHERE TO BUY 
Ballet Skippers 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 
& sTOCE 
Women’s, $1.85; 

- $1,380; 
Send for Hats 
samples ly attended to 
ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 



















BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 
No. 604 White Kid..1.75 1.70 1.65 
No, 600 Black Kid...1.45 1.40 1.35 
Coast Prices Slightly Higher 





BROOKS SHOE 
MFG. CO. 
Philadelphia— 
1725 No. 6th St. 


Los Angeles—1162 So. Hill St. 


; 








im Steck Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childe’ $1.16 pr. 
BLOG SHOE CO., INO. 
147 Deane 5&t., 
New York, N. Y¥. 











BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
Bi02 Bik. Sen Bane Ture 







Soft 
id’s 6 te t1—$1.35 
Misses 11, te 2— 1.40 
Women’s te 6—1.45 
Alse Hard Tees 





SCHWARTZ & HERDER, Inc. 
8 falists in Ballet Manufacture 
1 No. 11th St., Philadelphia, Pa. 











oO SSD OTT 


WHERE TO BUY 
Standard Shoe Materials 


Ni ii edi edi ead 





ie 


West Virginia 


Fibre Board 


Adds to the Wearing Quality 
f the Shoe. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 


























The One 
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WHERE TO BUY 


Women’s Novelties 





Shee Buyer’s Week 


Samuel Cohen 
Shoe Co. 

72 Lincoln St., 

Boston, Mass. $ 

















WHERE TO BUY 
Slipper Supplies 


1 ll ll hi lial 





@ © 


frome AND ROSETTES 
fight merchandise at the right price. 

/ Semples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 











WHERE TO BUY 
Children’s Shoes 





“ELAM’’ 


Flexible Turn Shoes 
(For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 

: ROCHESTER, N. Y, 
Boston Office: Statler Blidg., Room 532 











WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIX TURES 





Cutting Die Co. to 
Open in Columbus 


CoLumBus, OH10 (UTPS)—A branch 
plant of the St. Louis Cutting Die Co., 
of St. Louis, is soon to be opened in 
Columbus, in a plant located at 457 
Ludlow Street. The plant is being 
fitted up with the installation of grind- 
ing, polishing and machining equip- 
ment. Paul Muskopf, formerly of the 
St. Louis plant, has been named man- 
ager of the Columbus branch, which is 
the first branch to be established by the 
company. The reason Columbus was 
selected is the rapidly growing shoe 
manufacturing business in Columbus 
and vicinity. It is expected to have the 
branch in full operation early in Febru- 
ary. 

This is the second branch plant re- 
cently established in Columbus, which 
depends on the shoe manufacturing in- 
dustry. A month or more ago a branch 
of the F. W. Bears Heel Co., of St. 
Louis, was opened in Columbus. 


Last Company Moves 


BROCKTON, MAss.—The Framingham 
Last Co., one of the oldest last fac- 
tories in New England, is being moved 
to Brockton, where the business will be 
combined in the large and nfodern fac- 
tory of the Sturgis, Jones Last Co., 
both concerns being units of the United 
Last Co. Much of the machinery al- 
ready has arrived here, and it is ex- 
pected within a month the new busi- 
ness will be operating at full capacity. 
Some of the Framingham employees 
will move to Brockton with the busi- 
ness, but it is expected employment will 
be provided for about 40 additional 
hands. Carlisle B. Sturgis, manager of 
the local plant, and a director of the 
United Last Co., will supervise the 
new plant when it is moved here, in 
addition to his regular duties. 


Open Chicago Office 


New York, N. Y.—The Duane Shoe 
Company is opening a western sales 
office in the Security Building, Room 
503, Chicago. This branch will be 
under the management of Jack Good- 
man, who will assume charge of the 
selling in the middle and far west. 
He will be assisted by a staff of four 
or five salesmen. 





An_ Advertising 
Correction 


In the advertisement in the 
Jan. 21 issue of the F. M. Smith 
Shoe Co., Milwaukee, the prices 
quoted in the shoes described 
should read as follows: Styles 
No. 1090 and 1091 quoted $3.45 
should read $3.50; Styles A1210 
and A1211 quoted $3.85 should 
read $4.00; Boys’ shoes, 2% to 6, 
quoted $2.85 should read $3.00; 
Youths, 1’s and 2’s, quoted $2.65 
should read $2.80, and Little 
Gents’, 11’s to 13%’s, quoted 
$2.45 should read $2.60. 














Meyer S. Hess Dead 


_ BaLtimoreE, Mp. (UTPS)—Folloy. 
ing an illness extending over a period 
of about a year, Meyer S. Hess, secre. 
tary and treasurer of the exclusive 
shoe firm of N. Hess’ Sons, 8 East Bal. 
timore Street, died today, Tuesday, 
January 24. Death was due to heart 
trouble and occurred at the Johns 
Hopkins Hospital, where he had beep 
confined for the past three weeks. Mr. 
Hess was 71 years old and a bachelor, 

Mr. Hess was the oldest shoeman ip 
the Baltimore market, having bee) 
identified with the shoe business for 
fifty-three years. At the age of 
eighteen he became associated with his 
father in the shoe manufacturing busi. 
ness with which he was identified up 
to the last few months. He learned 
the business from his father. Until g 
few months ago he was head of the 
shoe manufacturing concern operating 
under the name of N. Hess & Bro, 
located at 1511 Guilford Avenue, at 
which time the business was disposed 
of. The state of Mr. Hess’ health was 
one of the contributing factors toward 
this action. His interest in the ex. 
clusive shoe store of N. Hess’ Sons, 
was retained up to the time of his 
death. 

Mr. Hess was well known throughout 
the entire shoe industry. He was es- 

ecially prominently known in the shoe 
industry for his many patents. He 
was a member of the Phoenix Club 
and a former member of the Mary- 
land Yacht Club. He made his resi- 
dence at the Mount Royal Hotel. 
During his younger days Mr. Hess 
sailed the Chesapeake Bay and its 
tributaries on his yacht. 

Mr. Hess is survived by his brother 
Isaac S. Hess, president and head of 
the firm of N. Hess’ Sons, and three 
sisters; Mrs. Morton Samuels, wife of 
Morton Samuels, president and head 
of the M. Samuels & Company, owners 
and operators of the Newark Shoe 
Stores, the Dixie Shoe Stores and 
other chain of retail shoe _ stores 
operated by this concern, Mrs. Sadie 
Kaufman, of Baltimore and Mrs. A. 
Minster, of Washington, D. C 


Cartons to Contrast 


LyNN, Mass.—White shoes in blue 
lined cartons, black and white shoes in 
black and white checkerboard lined 
cartons, golden slippers in golden lined 
cartons, and so on—this is the new 
idea that shoe manufacturers are de- 
veloping in co-operation with Hoague- 
Sprague Corporation, makers of car- 
tons. 

Shoes look finer inside the fancy 
lined carton. The appeal to the cus- 
tomer is more powerful. 


A PROFIT MAKER 
BAMEV Osi 00, 
Oster from 
Ang te 


WHERE TO BUY 
$1.00 pr. 
eeu 

IN atic” BO P75 


Heel Protectors 
SPIKE, 
waeriie Tenn. 
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VULCO-UNTE 
51 OD. Gs BOD Ot. 
ARE WATERPROOF 
Rainy and snowy weather are 
enemies of style in footwear. 


YerersRURCToMn Vath (ele bd Oh otham cie> am me ucmr tue 
waterproof, they will not soften or 


become shapeless, and are a certain 


guarantee of continued character and 


Say crtarcetcee Rercmeotceltrcareltranaercmiireme) 


aavomelateres 


BECKWITH MFG. C 
Largest Manufacturers of Box Toes in the World 


tctl 


ILDING BOSTON 
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Classified and Opportunities Department x 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
ise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED , vertisers desire replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 
OTHERS a" id £ as : 
%e per word. Minimum Charge $1 ET ane Gale Se SS 


ALL DISPLAY SPACE . Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


207 Sot 





UROI 
WANTED—RESIDENT SALESMEN E ld 
With established trade in the following states: having — 
NEW ENGLAND (except eastern Massa- in Berli 
chusetts), New York State (upper), eastern exclusive 
Pennsylvania, Ohio, Indiana, Iowa—to take known 
out a SHORT LINE of Men’s Work and —_ 
Dress Shoes—low priced—in stock—an ex : Beep 
cellent side line—5% commission. Only Former 
those who are really interested need apply. annually 
must accompany applications. dred the 
Co., 190 Lincoin St., Boston, to four 


Salesmen 


Experienced, who have handled a line of high grade turn 
shoes for territory of New England, also side line men for Record: 


New York State, Pennsylvania, and New Jersey. SALESMAN WANTED OR 
For Eastern Fi manufacturing Women’s Esta 













































































Novely ‘McKays retailing $4.00 to” $5.00, to business 
Middle’ West and Weet.. "Experience and’ good om i 
4 Midd! es . er 
The Reynolds Company, Providence, R. I. following easential. References required with Wonder 
first letter. Excellent opportunity for right S. Bern 
man. 
Address D-297 Care Boot & Shoe Recorder, -alaagge* 
207 Seuth Street, Boston, Mass. - : 
Keely, ] 
WANTED: Experienced salesmen to carry 
SLIPPER SALESMEN: ‘ side line 4% fais Gis -_ stitch OR | 
; ° lowns in sizes an . Give references ‘ 
FOR MICHIGAN: OHIO: MISSOURI: We have a splendid proposition Liberal " commission. J MacMaster, aS 
to offer live wire Shoe Salesmen, on KOZY KOMFORTS most complete Rochester, B. ¥. city —24 
LINE OF MEN’S, WOMEN’S & CHILDREN’S SLIPPERS: Must ANTED—Salesmen with established trad: ore Bo 
—- via Auto: Side Line Proposition. Write us immediately ~~. full conn yt yg hy Fase hs yy mcg gee 
etails. Kozy Komfort Shoe Mfg. Company, 1701 Richard Street, MIL- aan’ ‘bea a oS 
’ large and fast selling line of women’s 
WAUKEE, WISCONSIN. auntie McKays. Liberal commission and 
: wonderful proposition to men of proven ability. , 
‘ ~~ ~~" of Poe See. — OUN 
-308, care Boot an joe Recorder, 27 sev 
RARE pa igh aaggt Sages. ~- are uadng Locust St. St. Louis, Mo. Me 
representatives in the followin in : 
We are in sing sales force —- ie =e _ oo ‘a N owe, ANTED—Experienced salesman, to carry 307 Sen 
have several opportunities to offer ieiieen and Eatice "hak a te aoe W as side line, medium grade Children’s and = 
men acquainted with dealers who sell our line of In-Stock ‘leather house sli as ee gee ec tee peri S thes 
“ - ; = 0 : ‘ aie 
work shoes. Can be carried as a side cide Hae. Must Rive oo Sareery ane cover D-301, care Boot and Shoe Recorder, 207 South be e 
a same close by auto. Give full particulars in Greater 
line in some territories. Write full first letter. No drawing account. Weekly St., Boston, Mass. and Sh 
details in first letter. settlements against. orders received. Twenty - York, } 
oilien sont Sa ae, a ee BEER Giatrict <n to pany a0 samples —_——_ 
; today. : ‘ the fastest selling line of instock women’s YE] 
Rite Corp. (Manufacturers) 35 York ‘treet, welt, novelty arch shoes, retailing for $5. Com prs 
Brooklyn, New York. missions paid Ist and 15th ‘of every month —_ 
Goodwill Shoes WE have a few desirable territories in the Reply with references to ARCH-KARE SHOF pote. 
ve G South and Southwest still open. Fast sell- ©?» 178 Lincoln St., Boston, Mass. care Bo 
For Hard Sery ind LonoWegr , ing ey wanees My ae —Ti shoes son Stri 
) “in stock’? to retail at $4, $5 an 6. A 
wonderful opportunity for Real Producers with LINE WANTED 
established trade. Liberal commissions. Wm. . 
Marks Shoe 1406 Washington Ave. . 
: r INE WANTED:—Successful traveling shoe 
ra “Louie, Me. L —— pay * employed —desire Jacobs, 
SAL MAN for Kansas and Missouri. Com- ANTED—Sales: ith tablished trad connection with repu e Mamutacturer of ex 
mission basis. Welts, McKays, Stitchdowns, W to represent ie Wheeden. Also have clusive ladies’ Turns~or McKays for Southern OSIT 
I \ Oy interested in salesman residing Illinois and Indiana open which we -will allot territory. Address D-300, care Boot and Shoe Man 
in territory. No objection to carry non-conflict- to one man. We have the largest and fastest Recorder, 207 South St., Boston, Mass. perience 
ing line. Segreews Shoe & Legging Co., selling line of women’s novelty McKays retail- care Bo 
Hagerstown, Md. ing at $5, $6 and $7. Liberal commissions and XPERIENCED salesman, single, college grad Boston, 





GALESMEN WANTED:—Experienced | sales- 
* men with established territories to carry our 
manufactured line of “‘Masterfelt” Leather and 
Felt slippers on straight commission, no objec- 
tion to non-conflicting lines, one or two gri 
line. Give full references in first letter. Terr 


tories open: Michi Texas, Missouri, Wash- 
i Westone, Tilinois, Oklahoma. 
i Shoe Company, 260 East 
Fifth Street, Paul, Minnesota. 





wonderful proposition to men of proven ability. 
Our men know of this advertisement. Address 
1-309, care Boot and Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 


SALESMEN WANTED —To sell on commis- 

_sion basis. First moving line of stock shoes, 
priced to sutpass competition. Very desirable 
Southern and Western Territories now _opén. 
Address Southwestern Shoe Company, St. Louis, 
0. 





uate, best references, desires to affiliate wit! 
a manufacturer of men’s and boys’ shoe_line 
for New England States. Address 24 High 
Street, Waterville, Maine. 





WESTERN JOBBER in. Shoe Novelties cd 

sires line of Rhinestoné, Cut Steel and 
Leather Ornaments. Wifll East February 
for interview. . Address D-311, care Boot’ an 
Shoe Recorder, 207 South St., Boston, Mas< 
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LINE WANTED 


HELP WANTED 


WANTED TO PURCHASE 









XPERIENCED Shoe Salesman selling the 

large retail and whelesale trade in all the 
big cities east of St. Louis would like line of 
Women’s Welts, Turns or McKays. Best of 
reference. Address D-307, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











FOR SALE 





—_—- 





Modern Shoe Store For Sale 


Finest location in one of New Jersey's 
best cities, population 40,000 with excel- 
lent suburban connections. Lease and 
fixtures with or without stock. Very 
best Trade of city developed. 

D-287, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 











Fok SALE:—A very prosperous retail shoe 
store for sale in Arizona. Good location— 
long lease—splendid appearance. Will not sell 
at a discount, actual inventory cost, cash only. 
Address D-281, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
UROPEAN BUSINESS FOR SALE—An 
old established American Shoe Company 
having headquarters and a large retail store 
in Berlin with salesmen selling American shoes 
exclusively in Continental Europe under a well 
known and popular trademark is for sale 
as owners are retiring from active business. 
Former sales were nearly one million dollars 
annually. Present sales approaching two hun- 
dred thousand dollars can readily multiply two 
to four times with proper American manage- 
ment. Address D-304, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








OR SALE—Popular Priced Shoe Store. 

Established 15 years ago. Located on best 
business street in Utica, N. Y. New front and 
extensive remodeling done one year ago. Long 
term lease. Owner retiring from _ business. 
Wonderful opportunity for the right man. Write 
S. Berman, 326 Columbia St., Utica, New York. 





FOR SALE—$7,000 Shoe Stock. Lease can 
be had—no brokers. Address William B. 
Keely, Boyertown, Pa. 





OR SALE—Family Shoe Store in one of 

the most thriving cities west of Chicago. 
Population 7500—the oldest shoe store in the 
city—24 years in business. Address D-302, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


POSITION WANTED 


YOUNG man, ten years’ experience in high 
grade retail shoe stores. Best references. 
Prefers west or southwest. Can accept at once. 
Address D-305, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














S there a shoe manufacturer who desires to 

be represented by competent salesman in 
Greater New York? Address D-306, care Boot 
and Shoe Recorder, 239 W. 39th St., New 
York, N. Y. 





UYER or assistant manager in shoe depart- 
ment, four years’ State Street experience; 
also real Orthopedic man. A-1 references. Ex- 
perience as buyer and manager. Address D-312, 
care Boot and Shoe Recorder, 189 West Madi- 
son Street,-Chicago, Il. 





OSITION WANTED—Salesman, thoroughly 
_ experienced in Shoes and General Merchan- 
dise. Age 35. Single. References. R. F. 
Jacobs, 708 Interdrive, St. Louis, Mo. 





POSITION WANTED — Children’s Welt 

Manufacturing. Both Factory and Road ex- 
perience. Best of references. Address D-313, 
care Boot and Shoe Recorder, 207 South St., 











TURN your surplus stock into cash in ten 

days. Over two hundred personally con- 
ducted sales. Write giving sizes kind. 
References, Wholesalers and Retailers. R. A. 
Wilson, Sr., Greenwich, New York, 





WANTED— 
MANAGERS 


For Live Departments Fea- 
turing Women’s Popular 
Priced Novelty Shoes Ex- 


clusively. 





An opportunity to connect 
with a successful, fast grow- 
ing concern. 











Only Men with Experience 
and Proven Ability Need 
Apply. 
POSITIONS OPEN 
IN ALL SECTIONS 
Write 
J. S. WILKERSON 


1224 WASHINGTON AVE. 
ST. LOUIS, MISSOURI 








MANAGER SHOE STORE 


Experienced executive for large ladies 
shoe retailing proposition. State educa- 
tion, experience, religion, in detail. Splen- 
did ‘ew Address D-303, 


239 W. 39th St., New York, N. Y. 








HIGHEST CASH PRICES PAID 























Sell Us Your Left Over 


New Yorke Export Purcnasinc Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 























CASH PAID 


for entire shoe stocks or surplus stocks of 







KIRSCH-BLACHER CO., Ine. 


623-624 Broadway, New York, N. ¥. 
Phone Spring 14438 










































WANTED TO BUY 





ANTED TO BUY-—Going shoe business; 
must be well located and bear close investi- 


ation. Prefer to deal with party returning 
rom long established business. M. C. Good- 
rich, 122 Mark St., Pontiac, Mich. 








MERCHANT NEEDS 














Ss 


The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 





HARRISBURG, PA. 





MERCHANT NEEDS 

















Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 










Made in all styles 
to suit any shelving 
condition. 









Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 






















































— WINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
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MERCHANT NEEDS _ MERCHANT NEEDS 














QSTABLISHED 290 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 








%3- an LEXINGTON AVE., BRODKLYM. ae 
AMERICA’S GREATEST 
SHOE CARTON @& LABEL MPCs 





EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost s 1.45 Each 


customer comfort in the smallest According to Size 
space. Our seating experts will be . HOLF AST 


glad to help you on your require- 
ments, without any obligation on American Walnut Finish The of wel Buckle 
older! 


your part. 





| Hy cod -Yf dike ie ld ) ' 
Belmore sees serene Ciey ip eeons 
adetohieP: St.Louis,Mo.; Pore, ‘ P 
Onenon: San Froncloes, Galif < « 
‘ a a a) a 
$14.00 & Up 


For Complete Groups 





ooo. 
f 

' 

¢ 
































Inquire Your Jobber or Direct 


THE OSCAR ONKEN Co. Deauville “Import Corp. 


611 West 4th St. 
CinciInNaTI, OHIO bar i — 











THE OCEAN 








_ATLANTIC CITY NJ. Solves the problem of where to 


Styles may come and styles may So— will your A f put your shoes. Ideal for Homes, 
good on forever ua: it by a rest yet : 
in Atlantic Eity at The Breakers. Apartments, Hotels and Institu- 
Joel Hillman Julian A. Hillman ' : 
President Vieo-President Psy EVERN 
fares By * : NOWN TYPE 








4SCharles YOUR WANTS : opel 


ATLANTIC CiITYV Free Editorial Service to 
Recorder readers on styles, them sei vee. 


selling and desired merchan- 
dise. R. E. MILLER 


21 Pearl St., New York 


a dezen. They 
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A SNAPPY OXFORD—A PRETTY STRAP 


Two of our best Dickory 
Dock sellers for Spring. 


Orders now taken for delivery 
March 15 to April 1. 


















To New England 
Shoe Manufacturers 





Several shoe manufacturers in New England have discussed 
with the industrial engineering corporation which is publishing 
this advertisement the possibility of practical, businesslike con- 
solidations. There are many advantages to be gained from con- 
solidation, such as economies, in manufacturing and selling; bal- 
ancing of production, etc. 

The inquiry of any shoe manufacturer who may choose to dis- 
cuss this project in his own interests will be treated in the strictest 
confidence. 





Address B. W. S., Boot and Shoe Recorder, 207 South St. Boston 























IK 
Greeley Boudoirs 


are packed in stock, orders 
filled at once. I ship in 36 
pair cases only. Choice of 
black and _ colors. 
Leather or Rubber 
heels only. Beauty and 
wear are there. 





A Good Rule for 1928 


Give a souvenir carrying your advertise- 
ment with every pair of Children’s Shoes. 
We make the kind of souvenirs that chil- 
dren like—and the kind that last. 





IN 
STOCK 


36 Pair Cases 






Deliveries At Once 
Write for catalog. 















vs 





A. W. GREELEY 
12 Duncan Street - Haverhill, Mass. 
tan 





DON C. BARNARD 


Care Schindler Stamping and Toy Co. 


Toledo, Ohio 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price; at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anv SHoe ReEcorpeR 

is to help solve it; for this is the basic problem upon which depends 
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“QNTYLE with comfort concealed” 

is the new note in orthopedic 
footwear. Why is it that in so 
many shoe stores the sale of one pair 
of corrective shoes to a customer de- 
velops a limitation of sales to that 
customer? She buys one pair for 
all-purpose wear in the false belief 
that her feet are invalid, when the 
truth of the matter is that correct 
fitting, balance and proportions with- 
in the shoe are closer to her foot- 
bulk than ever before. 

She can, and must be, taught that 
more pairs are possible in her shoe 
wardrobe. A style show of types 
that fit—with styles scheduled for 
the Feb. 11 issue of the BooT AND 
SHOE RECORDER—in preface to the 
time when change of season makes 
all feet sensitive for the winter 
wind-up makes possible the spring 
tonic of correct footwear—styles 
with comfort concealed. 


P. I. takes you into a regular 

@ idea factory next week, where 

you sense the dollar urge on the part 
of the public. 
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MODERN machine methods perfected the 
idea of “rights” and “lefts,” giving us shoes 
that are faultless in fit. The style and comfort 
of the modern shoe is due in a large meas- 
ure to the box toe. Manufacturers who want 
the best, use (elastic—The Quality Box Toe 
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, Rights and Lefts... 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


BOX TOE 


EAU BRUMMEL, a popular English 
society leader during the early part 


of the 19th century, had boots made for 


his right foot by one cobbler, and those 
for his left foot by another. He was one 
of the first to wear “rights” and “lefts.” 
Previously, all shoes were “straights” — 
made to fit either foot. There were only 
two widths —“stouts” and “slims.” 
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Last month we showed 






you the addition we haye 





made to our Philadelphia 






plant to imcrease our 












V-Line production. 


Here is a new mill 
which we have bought 
recently as a still further 


guarantee that produc. 


More V-Line tion will keep ahead, or 


at least abreast, of orders 


Production 
in 1928. It is equipped 


F acilities with new 42 gauge ma BR 
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chines which are being 


changed over as rapidly (So rd on 
Y 


as possible to produce 
V LINE 
our exclusive Gordon — 
specialties. 
Already merchandise 
from it is beginning to 
come in. Back orders are 
being cleaned up rapidly. 
Soon its entire produc- 
tion will be available to 
meet the unprecedented 
demand we are experi- 
encing for our exclusive 


Gordon numbers. 


BROWN DURRELL COMPANY 
NEW YORK BOSTON 
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Wee. There’s TREASURE in ™ 
a] 
['REZUR for you 
Manufactured under Landen] » 1,111,658, TreZur full 
fashioned silk hosiery offers Value in every one of the im 
proved styles listed below, frp om. re eluferce Ptervice weight to the modish tors 
three-thread extra length chiffon. today. 
is me 
ee — a i _ ———— . of th 
talk o 
; reache 
FULL FASHIONED i Style Ver Don ree 
PURE. SILK-WITIH FINE LISLE SQLE 75 |. Forty-five gauge service Weight, whic 
sure silk hose S15.50 are to 
Style Mt 7 Dos age bt 
ad Chiffon weight, all = sill 80 Extra fine gauge Chiffon, extra his : 
throughout with special servieg aie * , s NS SO 
sole of fine lisle $12.25 | Paes ere ree “ler: - iy — needn 
gree ‘ | se 
an We ; “Medfum, weight pure silk witht: ” Forty-e ighpgasmethree-thread hose 2 
f 5 gsete aya eas ingh welt of fine | febiffon, extra) lorgthy witheat- that it 
f , os ‘iat, pon > 2.25 | Jtractive picot edge, Tf, 260 ing at 
i wie ree. agen : é " 
" . ol we: 
555 S seat eaudiee, medium weight 100 Extra fine gauge thpscthered Col 
_ - ” pure silkewith sote and four inch Ingrain ‘ehiffon,-all pure silk, P 
welt of fine liste ) | ultra sheer, extra length with ot a 
: z picot edge 33.00 shapes 
65 Extra heavy pure silk service will’ b 
weight with sole and four inch : an 
welt of fine Hele 15.00 ‘REZUR HOSIERY SQUARE HEE! The ¢ 
tootwe 
: . Women's wool underhosc, fea- 
ALL PURE SILK ; ae one Pp 
pg Aghe ss tured with gauze sole of fine lisle $7.50 : 
blendir 
Chiff Pi i » plated 
600 soe ‘on weight with fine platec Seay Heavy service weight especially other ] 
eae = ° ; constructed silk and artificial latest 
70 New improved forty-five gauge silk, with sole and welt of fine along 
chiffon weight silk hose mercerized lisle. : 9.50 proper 
shoes a 
— he obta 
To r 
Immediate Delivery—Terms 1° 30 Days. — 
4 P sheer a1 
ur new shade card is n 
Our ne ~~ of the r 
and wi 
> Sit) 
COMBINE HOSIERY CORPORATION i a 
1107 BROADWAY—NEW YORK Ce strong 
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novelti 





fashio 





Hosie 





Boot and Shoe Recorder, February 4, 19% 





18. 


QUALITY a 


nd COLOR 


Better Hosiery in the Right Shade to 
Fit Into Ensemble Scheme Now 


Wanted by 


UALITY 

and color are 

the deciding fac- 
tors in women’s hosiery 
today. By quality, of course, 
is meant sheerness and fineness 
of thread. There has been much 
talk of fine gages, a lot of which has 
reached the consumer, and most of 
which means nothing at all. Gages 
are too deceptive for even the aver- 
age buyer to go into extensively. If 
his sources of supply are right, he 
needn't worry what particular gage 
hose he buys. The main thing is 
that it must be sheer and good look- 
ing and give a reasonable amount 
of wear. 

Color is becoming more and more 
of a factor. As the new season 
shapes up, it is apparent that there 
will be ne one outstanding color. 
The golor s¢heme in clothes and 
footwear is too broad to permit of 
one partigular shade of hosiery 
blending tfewith all costumes. In 
other pageS we give some of the 
latest information on color trends 
along with a chart by which the 
proper blend between hosiery and 
shoes and hosiery and costume may 
he obtained. 

To repeat, what women want is 
a good stocking, 
sheer and bright, 
of the right color 
and with a rea- 
sonable amount 
of wear. The 
strong run. on 
novelties in full 


me? a 


Women Shopping 
Public 


“GERM 


Majority of 
hose, seems to be 
waning. Black and 
self colored heels ac- 
count for a certain amount 
of business and every month 
sees a new variety of fancy heel 
put on the market. Two new ones 
this month are a pointed heel that 
extends all the way up the back seam 
in welt, and another long heel that 
slopes off to a point well up on the 
calf of the leg. Regulation pointed 
heels are still in strong demand, 
however, and more manufacturers 
are producing them under patent 

licenses. 

In general women are paying bet- 
ter prices for their hosiery and the 
strong price competition is becom- 
ing less. Here and there a full 
fashioned stocking is produced to 
sell at $1.00 retail, but with the im- 
provement in seamléss knitting and 
the introduction of a fine gage rayon 
full fashioned stocking at this price, 
it looks as if the $1.00 full fashioned 
silk will have a hard time gaining 
popularity. 

Aside from silks, lisle, in sports 
patterns and meshes, both in silk 
and lisles are good bets for the 
spring season. Meshes have sold 
well, where properly shown all winter 
and the summer, 
it is believed, will 
see an even 
stronger ten- 
dency toward 
this type of 
stocking. It fits 
in well with the 
summer made. 
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\\RDE LYS Ay, 
© WRUEGER Mind 
; K. T. C. Style Silk nnn D Sty) | 


4 
Hosiery Program Ss WELEGER 7, ty, ! 
No. 901—Picot top, all-silk pure ' 
dye narrow Jacquard clox, $22.50 
per dozen. 


No. 902-——-Picot top, all-silk, pure 
dye wide mesh Jacquard = clox, 
$22.50 per dozen. 


No. 905—Picot top, all-silk. pure 
dye, medium width Jacquard clox, 
$22.50 per dozen. 


No. 904—Picot top. all-silk, Dia 
mond Mesh for Afternoon Bridge 
and Country Club wear—$30.00 per 
dozen. 


No. 990—PDicot top, all-silk, Paris 
Jacquard Mesh, $30.00 per dozen— 
Super Quality. 


No. 991—Picot top, all-silk, Paris 
Jacquard Mesh, with clox, $30.00 
per dozen—Super Quality. 


No. 912—Three thread 48 gauge, 
Ingrain Silk Stocking, with Fleur 
de Lys Heel. Price $32.50 per 
dozen. 


The Fleur de Lys Heel 


Not a Novelty — Rather a 
Great Refinement to a Chiffon 
Silk Stocking. 


No. 911—Price $19.00 per -T 
dozen. : xy The Dianiond Selvage 


All the latest Parisian Shades. ) 
Rose: 


: a isal 

No. 910—Price $22.75 ‘ 
dozen. ing tl 

All the latest Parisian Shades tive 


profit 


KRUEGER-TOBIN CO., Inc. tical 


15 EAST 30th ST., NEW YORK his es 


“Style Originators and Sports Hose Creators” = 
as th 


Hosi. 


The Stream Line Motif of 
1928. 
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EREWITH are listed the lat- 
est best selling colors reported 
by various organizations. 


Dexdale Hosiery Mills 


Service Chiffon 
1. Rose Metal 1. Rose Metal 
2. Samoa 2. Dexdust 
3. Charme 3. Samoa 
4. Rose Taupe 4. Maltese 
5. Bergere 5. Rose Taupe 


Cooper, Wells & Company 


Service Sheer 
1. Light Gun 1. Evenglow 

Metal 2. Light Gun 
2. Evenglow Metal 


3. Gun Metal 3. 


Artcraft Silk Hosiery Mills 


Service Sheer 
1. Chaldee 1. Chaldee 
2. Dust 2. Gun Metal 
3. Gun Metal 3. Caprice 
4. Surftan 4. Vellum 
5. Beige Blonde 5. Fallow 


BEST SELLERS 


Mauve Taupe 





Gotham Silk Hosiery Co. 


Service Sheer 
1. Beechnut 1. Dust 
2. Beige 2. Seasan 
| 3. Seasan 3. Beechnut 
4. Black 4. Beige 
5. Grain 5. Mocha 


The Allen-A Company 


Service Sheer 
1. Roseperl 1. Roseperl 
| 2, Rose Dawn 2. Rose Dawn 
3. Gun Metal 3. Mauve Taupe 
Arrowhead Hosiery Mills 
Service Sheer 
1. Gun Metal 1. Gun Metal 


2. Black Dust 


? 
| 3. Blue Fox 3. Light Gun Metal 


Realart Silk Hosiery Mills 


_—— Gyn 


FOUR SIMPLE RULES 


am; Hot Springs National 
¢ Park, Ark., is a live shoe 


store conducted by H. I’. 
Rosenthal. The hosiery department 
is a big contributing factor in mak- 
ing the retailing of shoes so attrac- 
tive to this merchant, for the net 
profits from this department prac- 
tically pay the running expenses of 
his establishment. In this three men 
and one girl store, all sell shoes and 
as they sell shoes, they sell many 


Hosiery and Shoe Store Accessories 


Service Sheer 
1. Cinnabar 1. Tawny 
2. Vogue Taupe 2. Cinnabar 
3. Merida 3. Blondine 
4. Manon 4. Alligator 
5. Blondine 5. Kasha Beige 
stockings with them. Four short 


rules have been formulated by Mr. 
Rosenthal, who personally sees that 
they are lived up to. 

No. 1. Immediately after he buys 
some new shoes, he orders hosiery 
that will match or harmonize with 
these particular shoes. 

No. 2. So as to keep up on new 
colors, new ideas and to always have 
a fresh stock, new goods are filled 
in regularly once a week. 


(Continued on page 101) 





“’M SORRY, MA’AM” 
(and You Should Be!) 


“No, ma’am, we haven't 
got your size in that color” 
.-+ “that is a lovely color, 
but we’re all out of cham- 
pagne” “Silk to the 
top? — We'll have some 
more next week ... I’m 
sorry, ma’am.” 


eee 


r 4 i ae a * 
V 2X. 
F you’re not sorry, 
you will be if you 
multiply the num- 
ber of sales you lose ev- 
ery day because of in- 
complete stock, by the 
number of working days 
in a year times the prof- 
it per pair! 
Under the Durham Re- 
tail Sales Agency Plan 


you don’t have to lose that really help move | 





of incomplete stock. 


The Durham Automatic 
Stock Control System 
tells you at any time ex- 
actly what you have in 
stock. Overnight Serv- 
ice from the Durham 
District Sales Agent 
gives you fill-ins within 
twenty -four hours. 
These two features of 
the Durham Plan enable 
you to rease your 
volume on a greatly re- 
duced inventory — the 
only way to make real 
money hosiery, or 
anything else. 


ine 


on 


Other features of the 
Durham Plan include a 
color exchange privi- 
| leges advertising helps 





of 


care 


that 
ke ast 
trade — 


range styles 
takes of at 
75% of your 
making it possible to 
concentrate your busi- 
ness on a line of quality 
merchandise that is a 
proved builder of repeat 
business. The plan is 
backed by the world’s 
largest hosiery mills. 


OR complete details 
of the Durham Retail 
Sales Agency Plan com- 


| municate with the near- 


est Durham District 
Sales Agent. Or address 
Durham Hosiery Mills, 
328 Broadway, N.Y. 


a dollar as the result | your goods; a complete |DURHAM HOSIERY) 


Durham Hosiery is sold and serviced by these District Sales Agents: 


ALEX BLOCH DRY GOODS CO., Inc. 
Mobile, Alabama 
INC. 
n Francisco, Cal. 
DURHAM NOTION c SOMPANY 
Durham, N. C. 


. DINKELSPIEL CO., 


DANA-BARNES CO. 
Charleston, West Va. 


I. EPSTEIN & BRO. CO. 
Savannah, Ga. 
FARLEY HARVEY Co. 
Boston, Mass. 
FERTIG HOSIERY CO. 
Perth Amboy, N. J. 
HAYMON KRUPP & CO. 
£1 Paso, Texas 
SOL. HELLER & SONS 
Wilkes-Barre, Pa. 
HERRIN SUPPLY CO. 
Herrin, Il. 





= HOSIERY a TING 
Chicago. 


HIBSHMAN BROTHERS CO. 
Cleveland, Ohio 


HOGAN-ALLNOCH DRY GOODS CO. 
Lj 


puston, Texas 
—— & LARIMER DRY GOODS 
Wichita, Kan. 
LAU aneean BROS. CO. 
Marinette, Wis. 
LOVE DRY GOODS CO. 
Seattle, Wash. 


WM. R. MOORE DRY GOODS CO. 
Memphis, Tenn. 


NORTHWEST HOSIERY co. 
pokane, Wash. 


NORTON BROS. & MORRIS 
Los Angeles, Cal. 


A. Vv. 


Boot and Shoe Recorder, February 4 





OBST-McLAUGHLIN CO. 
McKeesport, Pa 


SCHWARTZ BROS. & — INC 
ew Orleans, La 
SIBLEY-HESS CO. 
Sioux City, lowa 
SMITH-TAYLOR CO., ING 
Richmond, Va 
THE LOUIS STIX CO. 


Cincinnati. Ohio 


STOVALL-DANIEL CO. 


Augusta, Ga 


GEO, F. TURNER CO. 
Amsterdam, N.Y 


WHER & MOTTER name ANTILE 
. Joweph, Me. 


ZION’S C eee: ~ ut RC. INST 


ke City, Utah 


1928 





that 
le ast 


busi- 
ality 

is a 
peat 
in is 
rid’s 
vills, 


tails 
etail 
ome 
jear- 
trict 
lress 


lills, 


SHOES AND HOSE 


Key to Harmony in Footwear as Developed by the Textile Color 


~ SH E COL ORS 


| HOSIERY COLORS 





HONEY BEIGE 


| WHITE JADE 

|) PEARLBLUSH 

|ROSE NUDE 

FRENCH NUDE 

| ATMOSPHERE 

GRAIN 

KASHA-BEIGE 

MIRAGE 

| CHAMPAGNE 

|FLESH PINK 

}OPAL MAUVE 

WHITE 

| B. Fashion favors the 
nude and pale beige 
and natural sun- 
tanned hose worn 

| with the white ot 

pastel shoes. 


WHITE JADE 
FLESH PINK 
OPAL MAUVE 
PEARLBLUSH 
ATMOSPHERE 
MIRAGE 
HONEY BEIGE 
ATMOSPHERE 
CHAMPAGNE 
SEASAN 
FRENCH NUDE 
GRAIN 
MIRAGE 





SHELL GREY 


WHITE JADE 
ATMOSPHERE OR 


NUDE 

FRENCH NUDE 

MIRAGE 

GRAIN 

MOONLIGHT 

SHELL GREY 

OPAL MaUVE 

FLESH PINK 

N.B. Note the impor- 
tance of the nude or 
pale beige tones with 
the grey shoes. 





PLAZA GREY 





ROSE BLUSH 2 


ATMOSPHERE OR 
NUDE 

FRENCH NUDE 
AGE 


KASHA-BEIGE 


ROSE NUDE 
FRENCH NUDE 
ATMOSPHERE OR 
NUDE 
MIRAGE 
PEARLBLUSH 
SEASAN 
GRAIN 











_SHOE “COLORS 


MARRON GLACE 


STROLLER TAN 


BLACK 


GUN METAL 
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| HOSIE RY COLORS 





|MARRON GLACE 
SANDALWOOD 
ROSE NUDE 


| CHAMPAGNE 

FRENCH NUDE 

| ATMOSPHERE OR 
NUDE 

BEIGE 

BEECHNUT 

MISTY MORN 

BRONZE NUDE 


HONEY BEIGE 
NSAN 


A 
MIRAG E 
GRAIN 
FRENCH NUDE 
ROSE NUDE 
SANDALWOOD 


TAWNY 
BEECHNUT 





WHITE JADE 
KASHA-BEIGE 
MISTY MORN 
ROSE NUDE 
HONEY BEIGE 
TAWNY 
oe 


REGE 
METALLIQUE 
BRONZE NUDE 
RIFLE 


GUNMETAL 

MARRON GLACE 

EVENGLOW 

rere 

SEAS 

PRENCH NUDE 

GRAIN 

ATMOSPHERE OK 
JDE 


NU 
MOONLIGHT 
SHELL GREY 
DOVE GREY 
PIPING ROCK 
BEIGE 


and 
SHEER BLACK 

















STEEPLE HEELS 


A Smart slenderizing feature that adds 
grace and beauty to Milady’s ankles 


GOLD MAID HOSIERY 


To retail at $1.95 


we offer our Style No. 50—a delightfully 
sheer chiffon hose of pure thread silk— 
45 gauge for fineness and durability—silk 
all the way up—silk plaited foot with self- 
color heels. 


$15.00 the dozen 


Samples and color card for the asking 


GOLD MAID HOSIERY 


319 W. Jackson Blvd. CHICAGO 
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“MILEAGE” 





Sormewhere we 
read that — 
“One pair of 
chiffon hose 
represents 
112 miles of 
tiny silk threads." 
They certainly 
spread their beauty. 
- Looks like the 
Ye} silkworms/ 








Just think-silkworms 
turn into silk stockings 
and— 
So do ladies 
Evolution is 
So interesting 


more than 
50,000 miles 
of beautiful 
Scenery today 


Say John, tome that 
last pair looked more 


like 200 miles 


Somes down. / 
fre you ff 
followrngs S 
the threads of 
this journey? 


~— Taal F Brown — 
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ny 
DY itt 


On the Runway 





Hi George! 
Come quick and( 
see what the 





silkworms did! 





The Sun Never Goes Down 


on an Unfilled 


Gotham Order! 


Pretty brozd statement, that! 
Yet founded on actual fact. 


Any order received between 9 A. M. and 
4. P. M. is filled 100%, packed, and on 
its way to you before we call our busi- 
ness day over. 


That is what the Gotham Silk 
Hosiery Co. means when it 
says, 


*100% Delivery Service!” 


And to you it means a complete stock at a minimum in- 
vestment. It means better service for your customers. 
More sales. Bigger profits. Coupled with the unsur- 
passed quality of Gotham Gold Stripe Stockings, it 
means 100% retailer and customer satisfaction. 


We’d like to tell you more about ourselves if you will 
drop in at our headquarters, 389 Fifth Avenue, N. Y. C. 


GOTHAM 


© GOLD STRIPE | 
a Tectia J] 


GOTHAM SILK HOSIERY CO., INC. 


manufacturers 


389 FIFTH AVENUE, NEW YORK 


mills at: Philadelphia, Dover, Wharton, Passaic and New York 
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SOCK CONSCIOUS 


Men Paying More Attention to Ankle 
Coverings and Demanding More 
Artistic Hosiery 


le) 


Women have been hose conscious 
for.several. years and now men are 
» Ly the disease, if it may be 

éd that. There isn’t any actuat- 
ing motive in the men’s field, like the 
short skirts in women’s garments, to 
draw particular attention to a man’s 
hosiery, but the fact remains that 
men are giving more attention to the 
dressing of their ankles on the 
streets, and to the dressing of their 
legs on the golf courses and other 
fields of sports where plus fours or 
knickers are worn. 

Men are becoming more particu- 
lar about their hosiery. They know 
what is what and demand it. Fancy 
patterns that have nothing to recom- 
mend them but a riot of line and 
color no longer appear. The sub- 
dued tones, soft color blendings, 
neat and artistic patterns are in the 
ascendency. For spring, fine lisles, 
many of them with solid color back- 
grounds, picked out in small figures, 
such as the diamond or birds-eye 
pattern, undoubtedly will be big 
sellers. Whites, in lisle or silk, with 
embroidered clocks or other small 
decorations are being worn at the 
Southern winter resorts and will be 
adopted for summer wear further 
North when the weather grows 
warmer. 

Blues, browns and grays are the 
best colors. for grounds in all sorts 
of spring and summer hosiery for 
men. The colors for the embellish- 
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ment run the gamut of the spectrum, 
but are mainly in soft tones that do 
not contrast too sharply with the 
ground color. 

In sports hose, the solid color leg 
with a fancy colored cuff, which was 
a big seller last year, is expected to 
repeat in popularity this year. In 
big patterned sport hose the Argyle 
plaid is the undisputed leader and 
will remain so throughout the sea- 
son, according to the best available 
information. Some feel that too 
much stress has been placed on solid 
color sport hose and that small 
figures, in soft colors, will be the 
outstanding sellers of the season. 

There is certain to be an aug- 
mented demand for very light 
weight wool and for all lisle sport 
hose for men during the summer. 
The movement toward comfort is 
growing. 


Four Simple Rules 


(Continued from page 95) 


No. 3. Every one of his sales- 
people must follow his method in 
selling, that of showing hose to 
everyone that comes in the store, 
whether they buy shoes or not. 

No. 4. Increasing volume, by tact- 
fully using the good sales argument 
of the advantages of buying more 
than one pair of hose at a time. 
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STOCKINGS 


Brenza Dilston Leaps from Foot- 
lights to Footwear With 


Remarkable Success 


“EEO 


OT often does one step 
from behind the warm 
radiance of footlights to 

the more sombre back-counter at- 
mosphere of business. But that is 
just what Miss Brenza Dilston did. 
She added the romance and artis- 
try of the stage to what had been a 
little five by twenty foot cubby hole 
at 8% Arcade, in Nashville, Tenn. 
She added the romance by putting 
an extra “p” and an additional ‘‘e”’ 
on the word, “shop.” The artistry 
comes with the rest of the name. 
She calls her little treasure chest 
“The Butterfly Hosiery Shoppe.” 
Yes, Miss Dilston spent five years 
behind the footlights. And natural- 
ly enough when she went into the 
cold hard world of business she 
elected to specialize in hose. An 
actress would. It was also con- 
sidered thoroughly in line when she 
gradually added to the shoppe those 
feminine accessories that go to make 
up the perfect costume—and it 


Miss Brenza Dilston 


might be said also; the up-to-date 
woman, for in that five by twenty 
foot space is a circulating library, 
consisting of only the very latest 
books. 

The entrance to the shoppe is 
with a striped Italian 
awning above a_ small 
There is also a wrought iron sign 
featuring the butterfly and bearing 
the legend, “The Butterfly Hosiery 
Shoppe,” and under that, Circulat- 
ing Library. Just to the left of 
the door is a tri-lateral show win- 
dow that glitters with novelties. 
Hosiery hangs from display racks; 
handbags jostle handmade flowers; 
gorgeous hand-painted handker- 
chiefs from Russia are exhibited in 
every possible manner, and novelty 
jewelry fills the remaining space. 

Imported Chinese papers covers 
the interior walls. The woodwork 
is painted a soft leaf green. One 
gets an impression of shelves reaci- 
ing the ceiling, shelves laden with 


inviting 
doorway. 
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red hosiery boxes and gaily jacketed 
books, and small showcases glow- 
ing with tiny beautiful things. 
The Butterfly Hosiery Shoppe is 
the only place in Nashville that will 
guarantee chiffon hose. Miss Dilston 
is able to give this guarantee, she 


says, because she buys only “firsts” 


in comparatively small quantities. 
Asa result her turnover is quick and 
there is no loss through deteriora- 
She handles Golden 
Miss 


tion of stock. 
Arrow and Gordon Hosiery. 
Dilston rarely has to replace defec- 
tive hose, and any loss from the 
guarantee is more than covered by 
its value as an advertising factor, 
she believes. 

While hosiery represents the real 
business of the shoppe, the novelties 
are assuming a more and more im- 
portant part as the value of the com- 
plete ensemble and matching acces- 
sories in women’s dress is under- 
stood. The glass show case dis- 
plays are designed to tempt the eye 
and hold the interest. One is filled 
with beads and gold neckwear; an- 


NS FPO Sas Tae ate et 


This complete 
and attractive 
hosiery depart- 
ment is part of 
the new Pea- 
cock Shoe Store 
in Chicago 
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other with alligator handbags, moire 
silk, beads and mesh. In a third 
are vanities, brooches and lockets 
which repeat the motif of the shoppe 
—gay butterflies under glass. Still 
another perfumettes from 
France in odd shapes and designs 
—camels, peacocks, flower trimmed 


holds 


vases and Dresden ladies. 

From the circulating library all 
the latest novels may be had for five 
cents a day. This price more than 
pays for running it and provides 
an added advertising medium. Many 
who come to rent a book remain 
to buy. 

Miss Dilston sustains interest in 
her shoppe by constantly restocking 
the 
She never buys a 


the latest inventions of 


souvenir makers. 


with 


second time of any novelty except on 
request. Of course her guaranteed 
hosiery sign is her chief drawing 
card, for while women may do with- 
out beads and vanities, not one can 
do without hose, especially when 
they carry the added assurance of 
a guarantee. 
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FOUR-FOOT COUNTER 


In Gundlach’s Store Sells a Mile of 
Hosiery Every Year Without Cut 
Price Sales or Other Hippo- 


AKE the 
hosiery de- 


drome Methods of 


at the end of the 


Stimulation month, he contends. 

partment pay Concentrating on 

the rent, give the young hose with the distinctive 
woman in charge a worth- “CUEY slenderizing ankle feature of 


while income, and add a com- 
fortable amount in commissions to 
the monthly pay checks of your 
shoe salesmen. 

Gundlach’s in San Jose, Cal., with 
an unpretentious little counter about 
four feet long and a row of shelves 
above containing about 40 dozen 
pairs of hose, is doing that very 
thing. Not so bad, is it, for a store 
featuring a single price, a very mod- 
erate one at that—$5.85—in shoes 
for women? What makes it more 
interesting is the fact that Gund- 
lach’s firmly believes in “trading up” 
in hosiery, for the stockings they 
sell are not in a proportionate price 
range to the shoe price they concen- 
trate on. They handle just one 
brand of hosiery, all with pointed 
heels, and sell at just two prices, 
$1.65 and $1.95, never anything 
less. , 

Lon Fesster, manager of Gund- 
lach’s, insists that most of the credit 
for the big business done by this 
little department should go to Mrs. 
Charles Hachen, in charge of this 
busy section. Of course, he and his 
salesmen are thoroughly sold on 
hosiery themselves. They never fail 
to suggest hosiery and to bring cus- 
tomers to the hosiery counter when- 
ever an opportunity offers, but it is 
Mrs. Hachen’s enthusiastic, never- 
flagging interest that tells the tale 
when it comes to adding up profits 


the type carried in this depart- 
ment, Mrs. Hachen believes, can be 
credited with no small share of the 
sales made. 

“Other stores carry them, it is 
true, but they fail to capitalize their 
good points in the way we do. A 
large part of our sales are made to 
young women who count the snappy 
appearance of feet and ankles just 
as important as any other part of 
their outfits,” she explained. “That 
is where the kind of hose we stock 
gets across in a big way. The fact, 
too, that these customers are shoe 
and stocking conscious makes it pos- 
sible for us to sell a better grade of 
hosiery.” 

Selling hosiery by the box to the 
majority of customers accounts for 
the big volume of sales in this de- 
partment. The $1.65 are offered at 
$4.50 for a box of three, the $1.95 
sheer silk at $5.50 for three pairs. 
Not only the money saving but the 
added wear and satisfaction gained 
by quantity buying are Mrs. Hach- 
en’s strong talking points. Carrying 
a quality hose of well-known make 
has also enabled the department not 
only to sell more hose with shoes 
but to build up a fine repeat busi- 
ness in separate hose sales. 

Decorative accessories are not 
lost sight of in the drive made by 
Gundlach’s for hosiery sales. An 
attractive line of buckles is shown 
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and it is not at 
all uncommon to 
sell $5 buckles to 
wear on $5.85 
slippers. 

Opportunities 
to promote ho- 
siery sales with 
window displays 
are never over- 
looked. Every 
shoe window in- 
stalled always ties 
up with some def- 
inite hosiery fash- 
ion information. 

Gundlach’s 
shares a_ large 
store with a milli- 
nery firm and on 
alternate weeks 
have the use of a 
good sized island 
window in front 
in addition to their 
regular windows. 
In this island window they always 
put in a special attention-getting 
shoe and hosiery display, with ho- 
siery receiving the bulk of empha- 
sis, since shoes can always be played 
up consistently every day in the 
front and side windows. 

There is no room for hosiery dis- 
plays of any sort right in the hosiery 
department, but attached to the 
shelving at even intervals between 
rows of stock, four or five wall 
panels: with colored lettering prove 
good silent sales- 
men for hose. 
These are changed 
frequently but all 
say the same thing 
in a more or less 
different way. A 
recent group said, 
for instance: 

“Always wear 


Mrs. Charles Hachen, in charge 

of Gundlach’s hosiery department, on all 

sells three pairs at a time by stress- 
ing added wear 
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new hose with 
new shoes.” 

“New shoes call 
for new hose.” 

“It’s economy 
to buy hosiery by 
the box.” 

“New colors in 
hose to match the 
newest shades in 
footwear.” 

At Christmas 
special emphasis 
is placed on hose 
for gift giving, 
and as a result 
more hose than 
shoes were sold. 

In this store, 
shoe salesmen are 
paid a five per 
cent commission 
hose sales 
they help make 
by introducing 
merchandise. On 
these sales. Mrs. Hachen is given 
two per cent. On sales made where 
the customer comes directly to her 
department she is paid five per cent. 
She also receives five per cent of the 
total of monthly sales of the de- 
partment. 

And, considering that the depart- 
ment gets a 24 time turnover, the 
arrangement proves very satisfac- 
tory. 

_ There isn’t any trick about build- 

ing up a big hosiery business. It is 
merely application 
of merchandising 
principles and 
plenty of hard 
work. The same 
policies that bring 
success in other 
fields apply equally 
well in the hosiery 
business. 
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RUTH MARTIN 


Hosi ery Woman 


By O. K. JOHNSON 


A New Idea, Making Possible the Sale 
of Two Articles in One Trans- 
action, Is Developed by the 


" HROUGH Embryo Hosiery Mer- 
the living- chant 
room window 


Ruth watched the huge, 
feathery, fluffy snowflakes 
floating, twisting, dropping 
slowly, soundlessly. Already the 
lawn lay under a thick, white cover- 
let, and bulging, rounded masses of 
white overhung the cornices of the 
neighboring houses. Soon the wind 
would come up and drive deep, 
swirling drifts in the lee of houses, 
garages and hedges. But now si- 
lence reigned outdoors, and nothing 
moved except the downward-drift- 
ing snowflakes. 

Ruth sat curled up in a great, 
comfortable armchair, candy box at 
elbow, on her lap her gift copy of 
“The Harvest of a Quiet Eye.” 
After Christmas dinner the mem- 
bers of the Martin family were 
spending the afternoon in the quiet 
wavs that ap- 


“CREE 


ject of conversa- 
tion on this holiday 
in the Martin family. 
Time enough on business 
days to talk business. [ut 
Ruth found her thoughts stray- 
ing involuntarily to business mat- 
ters. 

What a beautiful snowstorm! [f 
only it had come a month earlier, to 
open the pre-holiday season with 
sound, seasonable, winter weather! 
Business would certainly have been 
better. More shoes and more hosiery 
sold. Less shoes and hosiery now in 
stock. Inventories smaller, that 
promised to be so large on Dec. 31. 
More money in bank. 

It was the puzzle of big inven- 
tories and of how to clear out large 
stocks which captured her thought 
this afternoon. In the comfort of 
the warmth and quiet of the bright 
living-room her mind attacked the 
problem from all 





pealed most to 
each. Ruth had 
paused in her 
reading of the on 
charm of New 
England towns, 
attracted by the 
immediate 
beauty of the 
snowy landscape. 

Business had 
been tacitly ta- 
booed as a sub- 


heroine, 


Epiror. 





In this installment of a say 
series of fictionized articles 
hosiery merchandising, 
the author, O. K. Johnson, 
merchandising expert, has his 
Miss Martin, 
established a hosiery depart- 
ment in her father’s shoe She was al- 
store, carry through a new 
merchandising 


sides. She would 
nothing to 
her father today. 
Would wait un- 
til they were 
talking together 
in the store on 
Tuesday. 


who 


ways conscious 
of her conviction 
that The Martin 
Store must mer- 


idea. — THE 
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chandise its stockings along with its 
shoes. Show new stockings along 
with the new shoes in the season’s 
openings. Advertise stockings with 
shoes in the same newspaper adver- 
tisements. And by the same token 
was it not true that they must close 
out odds and ends of stock in hosiery 
and in shoes at the same time? 

Should she carry the idea fur- 
ther’ She thought that she dared to 
do so. She found herself ready with 
a new proposition to present to her 
father when, the day after Christ- 
mas, having attended to his morning 
mail, he walked observingly through 
the store and came up to the stock- 
ing department. 

“Father, what do you say to of- 
fering stockings and shoes together 
in our clearance sale this season? 
Not merely at the same time, but 
literally together. 

“Most of our sales of stockings 
are made to men and women who 
are in the store to buy new shoes. Is 
it not common sense to suppose, 
therefore, that most sales of stock- 
ings at reduced prices can be made 
most easily to men and women who 
are in the store buying shoes at re- 
duced prices? Isn't this the prin- 
ciple of suggestion selling applied to 
the clearance sale? If so, why not 
tie up the special sale of shoes and 
the special sale of stockings in one 
transaction at a single sale price?” 

“It seems natural to advertise a 
clearance in the stocking department 
when we are advertising a clearance 
in the shoe departments. If your 
idea, Ruth, goes further than this, 
you'll have to 
explain what 
you mean.” 

“This is my 
suggestion, fa - 
ther: Offer your 
broken lots of 
shoes at sale 
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prices which represent a very con- 
servative reduction from regular 
prices. Include a pair of stockings 
with each pair of sale shoes. The 
opportunity to get a pair of shoes 
at a reduced price, plus a pair of 
stockings without additional cost, 
will strengthen the inducement to 
purchase in the sale. Make the cus- 
tomer feel a double inducement to 
buy in the sale—first, the saving in 
the price of the shoes; second, what 
is equivalent to the gift of a pair of 
stockings. Don’t you think such a 
combination offer would produce re- 
sults? And don’t you think we can 
work it out effectively ?” 

“But, daughter, our usual price 
reduction on sale shoes is as large 
as we can afford to make it.” 

“Then don’t take so large a mark- 
down on your shoes, but give cus- 
tomers the pair of stockings with 
each purchase of shoes. We do not, 
of course, want to do anything more 
than we can afford to do. Can we 
not, in fixing the special price on the 
shoes, determine just what offer we 
can afford to make, by taking off a 
reasonable percentage from the com- 
bined retail prices of shoes and 
stockings ?” 

“Ruth, it looks to me like too 
dangerous an experiment to apply 
to our entire clearance sale an- 
nouncement. But I’m willing to try 
it out, within limits. Can we apply 
your idea to some of our clearance 
footwear, in a small way at first, 
so we won't stand to lose much if 
the result doesn’t work out exactly 
as you expect it will?” 

The details of 
the experiment 
with Ruth’s idea 
at length were 
decided upon. 
The _ clearance 
sale announce- 
ment of The 

(Continued on page 115) 





Everwear 
Always Come in 
Black and White 
Checkered 
Rozes. 


Hose 





When folks wear shoes they also wear hose—and 
therein lies a world of profit for the shoe merchant 
who supplies matching hose at the point of shoe 
purchase. 


The Everwear Line provides shoe-matching hose 
for men and children, as well as for women, and 
in popularly priced, up-to-the-minute styles and 
colors. Through utilizing the backing of the 
Everwear organization, and installing a complete 
Everwear department, a shoe merchant lifts from 
his shoulders many of the responsibilities and 
worries of the ordinary hosiery department. He 
can be sure of having available at all times a 
complete, fresh stock of stable, high quality hose. 


For the latest hosiery information, wire or write 


THE EveERWEAR Hosiery COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 


Milwaukee, Wisconsin 


“EVERWEAR—EVERY WHERE” 





























Boot and Shoe Recorder, February 4, 1928 







Everwear Hose 
to match every Shoe Style 
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THE HOOK-UP 


Hosiery Should Be Shown with Some- 
thing That Will Give the Cus- 


tomer a Key to the Proper 

RYINGto (Color Placement of the In the picture we 
merchandise ho- Stocki show here the Gotham 

iery as a mere a Silk Hosiery Company, 
“Cente in its New York stores 
has hit upon a clever way 

of showing definitely where each 
color in hosiery fits in the general 


leg covering is poor busi- 

ness. Times have changed 
and are still changing. But there 
is no mistaking the important fact 





that hosiery is a definite part of the 


costume and women so regard it. 
They buy their stockings to fit into 
the general costume scheme. Show- 
ing hosiery in the ensemble is 
mighty good business, for those who 
have the garments with which to 
work, but where space for a big 
set-up with costumes is not avail- 
able, other means of getting in the 
ensemble hook-up have to be found. 
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ensemble scheme for spring. Three 





hosiery shades, White Jade, Kasha 
and Pawnee, are shown, and with 
each, five swatches of material, with 
which these hosiery tones harmon- 
ize are displayed on a card board. 

The effectiveness of this display 
might have been further increased 
by the addition of a shoe in harmon- 
izing or matching color with each 
of the three hosiery tones. 
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Here are the details — 


chifon wi Style No. 10— All silk 
‘on with a heavier plaited sole 
ond heel . . . outstanding at $13.50 


New Style No. 20—Chiffon, now 
with silk to 5m capo foot and 
heel... greater value at . . . $12.00 


le No. 30—Light weight service, 
‘il to welt, improved and reduced 
ere: $11.50 


Style No. 4Q—Heavy weight silk to 
welt, with added courses . . $14.00 


Style No. 50—Medium weight silk 
throughout, silk =— foot, im- 
proved and reduced to . . $14. 50 


Style No. 60—All silk chiffon with 
the modernistic “Silhouette heel” — 
Ce 6.0850 6008-49 $15.00 


Improved Style No. 70—Romilla 
Picot, now with a7 thread hem and 
a firmer picot edge, and silk- -—" 
foot and heel to add strength .. 

Ge OD 6 ics ereec cree $14.50 


New Style No. 80—The exclusive 

“Silhouette heel” in a 45 gauge, 

medium weight silk to welt, merce- 
$13. 


rized foot and welt..... . 


Style No. 44 O. S. — An actually 
knitted outsize stocking — medium 
weight silk to welt, mercerized foot 
and welt, to fit the woman who re- 
quires an extra full hose . . $15.00 


Style No. 510—Just a good all silk 
chiffon, silk plaited foot, without 
features, to sell at a Popular 
6454 wears Soe e< $12.50 


Style No. 330—Our famous “Black 
Bottom” —all silk — silk plaited 
foot, black heel,in Gun Metal, ronze 
Nude, Evenglow, Rose Beige, Dust 
and a new color Mist O'Blue ... 
eee $13.50 


Au numbers are pure thread silk 
—full fashioned—42 or 45 gauge. 
All namber have the rose line at the 
and rose foaping & in toe 7s ies 
to match, with ms 0; 5 
No. 330 and 310. “Threughe 
= the finest gr mest grade of silk ~ Sy 
aoe gers f is knit on full bead 
machines and measures 29 to 30 in- 
ches long. 


Miller Hostery 


330 Fifth Avenue, 


Chicago—North American Bldg. 





still finer quality... 


still lower prices... 


still greater variety... 


NOW MARK 


Romilla Hosiery 


*‘features at popular prices” 


ORD 


HROUGHOUT 1927, increasing hundreds of 
merchants found in the Romilla line and the 
Romilla Franchise, that happy combination of 


goods, profit and service, which satisfied them . . 


. This 


year, we have made every number a greater value, 


either by improving quality, or decreasing the price 


. We have again increased our range of styles, to 


completely cover every practical demand . . 


. We 


believe the success and satisfaction which merchants 
from Maine to California enioy with Romilla, 
and the factors that have practically doubled 


a business of millions in one year, merit 


the consideration of every keen 


hosiery buyer . . 


. Write for 


our complete folder. 





Co mpa ny, Inc. 


New York, 


COMPLETE STOCK ALSO CARRIED AT 


State & Monroe Streets - 


San Francisco—$1 Fremont Street 
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IDEAS _CULLED FROM HERE AND THERE 





ELIEVE it or not, 

spend more for hosiery than 
they do for their underwear, furs 
or millinery. This fact is revealed 
in a study recently made by the U. 
S. Census Bureau in the vicinity 
of Chicago. The figures showed 
that women in that district spent an 
annual total of $37,145,000 for 
their outerwear, which includes 
coats, suits and dresses, while they 
spent $24,485,500 on hosiery. Un- 
derwear was next with a total of 
$20,371,700; fur goods showed 
$19,143,100 and millinery $16,389,- 
300. And yet some stores say their 
hosiery departments are not im- 
portant ! 


women 


* * * 


Here is a practical thought from 


Morse Cahn of the Imperial Shoe 
Store, New Orleans, having to do 


with increasing the profits of the 
men’s hosiery department 50 per 
cent. First to give a layout of the 
store. The street floor of the Im- 
perial has both the men’s shoe and 
hosiery sections, 
above has the 
corresponding de- 
partments for the 
women. The ele- 
vator to the upper 
floors is located 
right next to the 
men’s hosiery 
case, so all cus- 
tomers going to 
the upper floors 


while the floor 


the men’s hose case. The first thing 
the customer to the store sees on 
the hose case is an attractive display 
of a couple dozen men’s ties. Two 
classes of people are always in the 
market for smart medium priced 
neckwear, women and young men. 
The tie rack is so placed that both 
groups see the showing. Experience 
has caused Mr. Cahn to be of the 
firm belief that any good family 
shoe store having a hosiery depart- 
ment can do well selling the newest 
ideas in ties. If a store is doing 
$3,000 a year in men’s hose, it can 
easily do $1,500 more in ties, show- 
ing that this is a mighty good pick 
up business which is being neglected 
in many stores. Real novelties re- 
tailing at $1.00 and $1.50, if given 
a fair showing, will easily show a 
monthly stock turn. 
. ¢ s 


A line of luggage and leather 
purses added a year ago has proved 
to be a very satisfactory side line to 
the Bufkin Shoe Store, Gulfport, 
Miss. Naturally, the holidays see 
the greatest vol- 
ume in these spe- 
cialities but a 
good steady trade 
is enjoyed the 
vear round. The 
same general pre- 
cepts hold good in 
the selling of 
purses as in 
hosiery, is the 








can’t help but see 
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a= finding of J. E. 
(Continued on page 119) 
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. of the 
Reinforced at every to the: 
point of possible wear . 
year < 
or run, these marvelous (Se 
Larkwood Vamp - Toe , ri has a 
Hosiery give four to ; ee ee Ae ‘ ; featur 
five times the WEAR . Ve AZ inforc 
of other stockings. ‘ P also a 
color- 
spring 
’ . 1927, 
Extra sheer, shimmer- - s he: : accor 
ing chiffons, with the : a - 
: We 
intriguing Larkwood = ; } : = . 
Paisley Picot Edge. Full . * : er] cline 1 
fashioned throughout, “ 
with unbounded elastic- ; ‘ 
ity that accentuates 4 ; < ) } Mo 
trim ankles. 4 , 3 is the 
: hosier 
just o 
nue, | 
Style No. 400—Extra Sheer 4 merly 
Chiffon Larkwood Paisley : oS 5 
Picot Edge—Larkwood Vamp- ¢ ape 
Toe. Narrow heel and sole. Cc. M 
Style No. 500—Sheer Chiffon \ secret. 
Larkwood Vamp-Toe and \ . ’ 
Larkwood Paisley Band (Reg. EA. conce} 
U. S. Pat. Off.) Extra heavy \\ ee 
reinforced welt. fering 
Style No. 800—Service Weight ; \ heel 
with Larkwood Vamp-Toe and s 
Larkwood Paisley Band (Reg. 
U. S. Pat. Off.) Jew 
Reinforcement INVISIBLE even in , I Losie 
the lowest cut slippers. Inc 
= turers 
a thre 
AR 4044010) 8) gauge 
a silk 
V, fF ione 
he E 
AMP TO La ings, 
PAT ENS penoiIn® s at Ph 
Nationally advertised and Write today for full details d 
backed by a splendid mer- ~ of our splendid propositio an 
chandising policy, Larkwood open to the better type ¢ Pa., 
Vamp-Toe Hosiery will prove REALART SILK HOSIERY MILLS dealers to opene 
a profitable line for you to Sales Offices JOHN C. LARKIN 2 
handle. 200 Fifth Ave., New York Director of Salu Hoste 
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HOSIERY 


RTCRAFT Silk Hosiery 
Mills announce the addition 
of the “‘Hemlock”’ stop-run feature 
to their Number 55, a big seller jast 
year at $1.95 retail. The stocking 
has a green picot top, the stop-run 
feature, all silk toe and welt and re- 
inforced toe-guard. The company 
also announces the adoption of the 
color-a-month plan. Prices for 
spring, 1928, are unchanged from 
1927, the improvement in the line, 
according to Vice-President R. J. 
Schwartz, offsetting the slight de- 
cline in raw silk. 




















Moon-sheen Hosiery Corporation 
is the name of a new full-fashioned 
hosiery distributing firm which has 
just opened offices at 245 Fifth Ave- 
nue, New York. Harry Licht, for- 
merly of Licht Bros. & Company, 
St. Louis, is president, and Percy 
C. Moses is 
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MARKET CHAT 


“GED” 
od 


York sales office in room 416, at 
366 Broadway. Reuben Hirsh is in 
charge of the new office. 


About six times during the year 
the Finery Silk Stocking Co., Inc. 
will put out a special color that 
will tie up with the popular seasonal 
shades in shoes and dresses. The 
first shade in this service is Orpha. 


James Daly, head of the Golden 
Rule Shoe factories, announces 
plans for starting a hosiery factory 
in Lynn, and to produce hosiery in 
colors to correspond with colors of 
shoes. The hosiery factory will be 
operated according to the policy of 
self-ownership and profit sharing, 
such as is practiced in the Golden 
Rule shoe shops. 





On Saturday, December 31, 1927, 
the Gold Mark 












secretary. The representa- 
concern is of- tives held a re- 
fering fancy union in New 
heel numbers. This new _ hosiery York. The 

“demonstrator,” made men were ad- 


Jewel Silk 
Hosiery Mills, 
Inc., manufac- 
turers of five- 
thread 42- 
gauge women’s 
silk full-fash- 
ioned_ stock- 
ings, with mills 
at Philadelphia 
and Lansdale, 
Pa., have just 


market. 


customers. 


details 


sition 
pe ol i 





of celluloid and about 
10 inches in length has 
just been put on the 
It is intended 
to be used in place of 
the retail salesperson’s 
hand in demonstrating 
the sheerness: of silk 
hosiery to prospective 


dressed by their 
general sales 
manager, Nat 
H. Schneider, 
and also by the 
firm, Messrs. 
Reingold and 
Newmark. Mr. 
Tanner, who 
represents the 
firm in New 
York State, 
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DELIVERY 


be Clad $e |) OOM) 


N®. 811 is our New “‘Point- a a item 
AN ed Heel” circular knit es £ 
style made of Pure Silk in ; ee off t 
Light Service Weight. It is 


. 
silk to the Hew and has a EP if 7, ment 
mercerized top, fashion : FE, al ‘Ag - ‘} 
marks, four ply heel and toe 1 ! 
and double sole. This style " 
is made with the new patent- | fords 
ed improved heel and toe a 
which assures a erfect-fitting ot a 
foot, and smooth toe, and ) 
non-wrinkle ankle, | But 
Comes in 


| : likely 
Atmosphere Rose Blush j ‘ ; - 
Champagne Gun Metal or al 
rai pastel Parchment 
I 


B patte 
Evenglow | 
Flesh Pink White Jade and 
Skin Honey Beige > 
Blonde Tawny ’ the 1 
Parchment White 


$8.00 a doz. | 
Sizes 8 to 10% | 


quick 


ings 
Order a Sample Dozen TODAY 7 | 
COOPER WELLS AND COMPANY shoe: 
250 Broad St. St. Joseph, Mich. 


Mills at St. Joseph, Michigan, and Decatur, Alabama. 
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to be assistant sales manager. Mr. 
Matthews, who represents the firm 
in New York City, and Philadel- 
phia, Baltimore and Washington, 
was awarded the capital prize for 
being able to show the highest per- 
centage of additional business for 
the vear, which was almost 100 per 


cent. 


George D. Rankin has severed 
his connection with the Gotham Silk 
Hosiery Company, where he has 
been employed for the past year. 
For a number of years previous to 


Martin Store included this special 
item prominently displayed and set 
off from the rest of the advertise- 
ment in a box: 

Three hundred pairs Men’s Ox- 
fords. Several styles in each 
of which range of sizes is broken. 
But in the whole assortment you're 
likely to find your size in one style 
or another. The season’s desirable 
patterns in black and tan calfskin 
and grain leathers. Good shoes at 
the regular prices. But offered for 
quick clearance as very unusual 
value at the Special Sale Price— 
$6.85. 

To make this valuc still more 
striking and worth while, and make 
still stronger the inducement to buy 
one or more pairs of these oxfords, 
we will include with each pair you 
select at the Special Sale Price your 
choice of one pair of novelty stock- 
ings from an assortment of our reg- 
ular One Dollar quality, or two pairs 
of our Fifty Cent quality. Both 
shoes and stockings are yours at the 
reduced price of $6.85. 

By the end of the week so many 
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RUTH MARTIN 


(Continued from page 107) 
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this, Mr. Rankin had been associ- 
ated with the Onyx Hosiery Co., 
where he enjoyed a wide acquaint- 
ance in the hosiery trade. 


Mock & Judson, Inc., 212 Fifth 
Avenue, New York, have increased 
the size of their offices and show- 
rooms doubling its present space 
and area. In keeping with their 
policy of expansion, for the New 
Year they have added several sales- 
men to their present large staff and 
have systematically laid out a new 
selling campaign for 1928. 





pairs of men’s oxfords and _ stock- 
ings had in this way been cleaned 
out of stock that, when the final 
drive for clearance was made on 
women’s pumps, the combination of- 
fer of stockings and shoes was ap- 
plied to odds and ends of broken 
lots, without reducing the Special 
Sale Price. 

Final Clearance Sale Values in 
Women’s Pumps. To women 
who purchase pumps in this sale on 
Friday or Saturday we offer a pair 
of stockings from an assortment of 
broken lines in our regular $1.65 
and $1.85 silks. This, of course, 
without additional charge. Make 
your selection of a pair of pumps. 
Choose your color in hosiery. Both 
pumps and stockings, a combination 
of very exceptional value, are yours 
at the final Special Sale Price of 
$6.85. 

“Isn't it a good selling plan, Fa- 
ther Martin,” inquired Ruth, “that 
sells two items of merchandise in- 
stead of one in a single transaction ?” 
“Tt is,” said Father Martin. 












Newest 
Self Color 
DELITE HEEL 








The Exquisite New 
Heel Design 
$15.00 


An AIll-Silk Sheer Chiffon 
In All the Newest Colors 
Immediate Deliveries 
Manufactured by and licensed to 


Oscar Nebel Co., Hatboro, under 
patent No. 1,111,658 


ROSENHAIN CO., Inc. 
220 Fifth Ave., New York 


(Posaine Hosiery 











BESIDES 


HOES, hosiery and then hand- 

bags. The addition of the lat- 

ter to the stock of shoe stores, 
although more than a year old, is 
still an innovation. The movement 
is making progress, slowly, but still 
making progress. High grade shoe 
stores are finding more and more 
demand for shoes and hand-hags to 
match, or at least to harmonize to 
the extent that the beholder can tell 
at a glance that one was made to go 
with the other. With the addition of 
hand blocked linens, silks, brocaded 
satins, Toyo Cloth, etc., to the list of 
shoe materials, it is to be expected 
that handbags of these materials and 
in the same patterns will find a ready 
sale along with shoes. 

The exact matching of the bag 
and shoe is still confined to the high 
grade trade. It doesn’t work out 
so well in the lower grades, for the 
simple reason that the average 
woman cannot afford a shoe and bag 
to match. Such a combination is 
more or less conspicuous and is not 
the choice of the woman who has 
to make her shoes and hand bags 
fit into any number of ensemble com- 
binations. For these women, the 
merchant can provide hand bags of 
varying conservative design, which, 
while not matching any particular 
shoe, are still in keeping with the 
general mode. 

Several bag manufacturers are 
making a special study of the shoe 
store trade and are bringing out 
lines of bags designed and produced 
with the shoe store and the shoe 
trade in mind. 
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HOSIERY 


Matching shoes and bags 

have lost none of their 

appeal. This combination 

set of black antelope was 

produced by William 

Goldstein, Inc., New 
York. 


ELTS, as accessories to women’s 
costumes are coming in strongly 
again. Here is a chance for the shoe 


POINTED HEELS 
ALWAYS IN STOCK 
NEAR YOUR STORE 


A 
AIS 








man to pick up a little extra profit. 
Watch the girls go after snakesskin 
and lizard belts to match the snake 
and lizard shoes. 


NE Fifth Avenue shoe shop is 

building up a nice side line 
trade in smoking accessories for 
women. The little leather covered 
lighters seem to be going best at 
present, although novelty cigarette 
holders and dainty ash trays, often 
to match, are fast moving items. 


HOE ornaments are getting a 

good play and the business 
should grow better when some of 
the new spring pumps are shown 
to consumers. They almost cry 
aloud for a dainty buckle or little 
throat ornament. Fancy buttons or 
strap slides also are in good demand. 
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| POINTED HE€€i 


(Manufactured under Patent No. 1,111,658) 


| No. 203.. $12.50 
Medium sheer weight, 4 inch lisle 
welt, 42-gauge with pointed heel. 


No. $14.50 
Service weight, 4-inch lisle welt, 
42-gauge with pointed heel. 

No. $14.50 


Chiffon, silk to the top, 42-gauge, 
with pointed heel. 


Write our nearest branch for samples. 


J. R. BEATON CO., Inc. 
468 Fourth Ave., New York 


CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 
ATLANTA SEATTLE 
246 Peachtree Arcade Terminal Sales Bldg. 
SAN FRANCISCO 
133 Kearny Street 

















NEW YORK 
MARKET 





Business Picking Up—Prices Stabilized 


ITH prices for full fashioned 
W it hosiery stabilized and the 
color situation clearing, there has 
been a forward movement in the 
placing of orders with manufactur- 
ers during the past month. Busi- 
ness, on the whole, has shown a 
gain over the same month last year, 
but it is recalled that January, 1927, 
was not a good month. 
the increase in business has relieved 
the tension in the market and there 
is every indication of a steady trade 
ahead. 

Prices have been stabilized at 
slightly lower levels than prevailed 
before the turn in the year. Not all 
producers have cut their prices, 


However, 


some maintaining their lists at old 
levels, but putting improvement into 
their merchandise, which really 
amount to price reductions in the 
end. 

The big point about the price re- 
ductions that have been made is 
that they are too small, amounting in 
most cases to 25 or 50 cents a dozen, 
to be reflected in retail prices. In 
other words, the merchant should 
now get a slightly better mark-up 
on his merchandise. He can main- 
tain his old price and put the dif- 
ference into his own pocket. Ho- 
siery, all things considered, has been 
selling at too low a mark-up. It is 
time for a change. 
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MING JADE says— 
cM ing nettle” 


A beautiful all silk net stocking at a popular price— 


Another JADE Creation 
JADE HOSIERY 


258 Fifth Ave., New York City 
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THIS and THAT 


“Gp 
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(Continued from page 111) 
Bufkin. “Asking a customer if 
she wishes hose or purses,” he said, 
“ysually brings a negative answer, 
hut putting the hose and _ pocket 
hook that best harmonizes with the 
newly purchased shoe, right in the 
customer’s hand, will result in a 
sale of: both accessories, nine times 
out of ten. This is by actual count, 
too. Purses retailing from $4 to 
$8 are the freest sellers in stores 
whose volume is around the ten 
dollar mark.” 

* * * 

Right up front in the Florsheim 
store in Cincinnati, Ohio, is a four 
decked table loaded with men’s 
hosiery. Manager J. M. Smith 
says that this display sells its weight 
in hosiery every week, for here one 
may always find new patterns in 
dress, sox, street sox and sport sox 
as well. Every woman who comes 
in the store to help her husband buy 
a pair of Florsheims always stops 
to finger over the display and nearly 
always, too, she reminds him that 
he can use a few pairs. The display 
isin keeping with the dignity of the 
store, so fulfills its purpose of fur- 
nishing not only an extra service to 
the customers but an extra profit to 
the house. 

* * * 

A happy thought of Harry Davis, 
who manages the New Orleans 
Walk Over store, perked up con- 
siderable interest in the hosiery de- 
partment. New spring time colors 
of stockings were fashioned to rep- 
resent roses. These were arranged 
bouquet fashioned in a large vase. 
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A sign having a bit of neat air 
brush work bearing this wording, 
“Hosiery in Bloom,” completed this 
attention attracting unit. This dis- 
play proved to be a real high class 
way of telling the story that the 
store had new spring shades of 
stockings and impressing this fact 
in a striking manner. 


The word “hose” is of Saxon 
derivation. Originally it meant a 
garment covering the legs clear up 
to the waist. You can’t help 
wondering if history is to repeat 
itself! Stockings are getting longer. 





CANNOT TARNISH 
OR RUST— 


This high grade exquisite buckle 
in platinoid finish is only one of 
many designs in this material. 
We work with you and carry out 
your ideas. 


L. ALTERSON & CO. 


Creators of Shoe Ornaments and 
Buckles 


54 W. 21st St., New York, N. Y. 














February 


In ‘Paris or anywhere 


olyoke Silk 


ts correct to wear 


Mills at 
Sold wherever 7 
fashionable hosiery 
is found 
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